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Membership in this company demands evidence that th 
with the condition of existing members at the time they were admitted. Any departure from this practice jeopardizes the equity of 
membership and is a discrimination against existing members. Medical examination is a distinct advantage to the applicant in the 
interests“of his continued good health. 


PURELY MUTUAL 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 


SEVENTY-EIGHTH YEAR 
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Seventy-eight years of constructive mutual policyholders’ service. 


$73,250,800 of new paid-for business issued in 1927, of which 35.94% was on 
the lives of old policyholders. 


Paid to policyholders since organization, $196,992,214, which, with assets to 
their credit, exceeds the premiums received by $25,430,565. 


NO NON-MEDICAL, GROUP, OR SUB-STANDARD BUSINESS WRITTEN 
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52.01% 


Of the new business Paid for in The 
Northwestern Mutual Life Insurance Com- 
pany in the year 1927 was upon applications 
of members previously insured in the 


Company. 


Once a Policyholder--- 
Always a Prospect 


THE POLICYHOLDERS COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 
W. D. VAN DYKE, President 








Greetings 


The Xmas Season again reminds us 
that real joy and success comes, 
not from self-seeking, but from 
thoughtful, sincere, unselfish serv- 
ice. 

After all, Business can be truly 
prosperous only when it observes 
the Spirit of Xmas in it’s daily 
dealings—thinking and acting in 
terms of good-will, confidence and 
friendship. 

May it long be our pleasure to con- 
tinue to serve you and may happi- 
ness and prosperity ever crown 
your efforts. 


HUDSON CASUALTY 
INSURANCE COMPANY 


HOME OFFICE 
JERSEY CITY, N. J. 
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Berkshire Life Insurance Co. 


In establishing connections with a 
life insurance company, the personal 
equation of its official family is of 
paramount importance to the pros- 
pective agent. The Berkshire Life 
Insurance Company of Pittsfield, 
Massachusetts, has a well - earned 
reputation for a co-operative spirit 
between the Home Office and the 
Field Force that is of inestimable 
value to the success and happiness 
of its representatives. 


“Ask Any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASSACHUSETTS 
Incorporated 1851 


Fred H. Rhodes, President 














“Look, George, here’s Joe Jenks name on the program as a patron 
of this concert’. 

“Sure, Mary, he can afford to give pleasure to others as well as 
himself. He’s developed a large enough income selling Perfect 
Protection for Reliance Life”. 


Tue Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y._ Entered as second-class matter June 28, 1879. 
at the postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CCXI, Number XXVI, December 27, 1928; $4.00 per annum. 
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REVIEWS LIFE INSURANCE 


Nearly 10 Billions of New Coverage 
Placed This Year 


WONDERFUL FORWARD STRIDES 
MADE 


Constant Effort to Increase Service to Pub- 
lic Shown in Year’s Results 
3y Henry F. TyrreLi 
Legislative Counsel, The Northwestern Mutual 
Life Insurance Company 

Based on figures now available, it may be 
stated confidently that approximately ten bil- 
lion dollars of new straight life insurance was 
placed in the year 1928 upon lives of residents 
of the United States, exclusive of industrial, 
group and fraternal insurance. This brings the 
total insurance in force in the United States 
on January 1, 1929, up to about ninety billion 
dollars in round figures, and makes it possible 
to say that in 1929 the total will reach 190 bil- 
lion. 

At first blush, this appears to be a stagger- 
ing sum—almost incapable of appreciation—but 
analysis takes away from it something of its 
initial impressiveness. Of the number of lives 
insured and of the total amount carried, Amer- 
ican life insurance may well be proud, but in 
relation to the life values covered, the institu- 
tion has really but begun to reach the field. 


It is estimated that, at present, but 3 per cent 
of the total annual income of the country goes 
for life insurance premiums, and this pays for 
an amount of insurance about equal to the in- 
come of the country for a period of fifteen 
months. But more impressive and important 
is the astonishing fact that a very small per- 
centage of the life value in this country has 
been covered. Despite the splendid showing 
already made, a recent expert report based upon 
a careful survey shows that the field for life 
insurance is just about one-quarter covered. 

This statement, even to those close to the 
business, will likely prove astonishing, espe- 
cially when they feel inclined to be elated over 
the circumstance that while it took seventy-nine 
years of operation to write the first fifty bil- 
lion in force, it took only seven years to write 
the second fifty billion. (It is quite probable 
that it will take less than five vears to write 
the next fifty billion—and here one drops the 
subject. ) 

In briefly summing up the situation for 1928, 
it can be said that American life insurance 
made a wonderful forward stride in that year, 
pleasing to all concerned, public and manage- 
ment alike. - It did this because of improve- 
ment in its service; because of the education 
aid equipment of its agents; because of less 


(Concluded on page 9) 


LOSS IN PREMIUMS LIKELY 


Fire Companies Face Increasing 
Competition 


MANY NEW COMPANIES ORGANIZED 


Over $60,000,000 Invested in Business 
During Past Year With Many More 
Companies Projected 
A review of the year in fire insurance brings 
out some rather startling facts, chief among 
which is indication that the total premium in- 
come for the year has probably fallen off very 
this, forty new 
companies have received licenses to do busi- 
ness during the year and as many more have 
been projected. Half that number of established 
companies have, during the past year increased 
their capital or surplus or both, by contributed 
funds or stock dividends. Through the chan- 
nels above mentioned over $60,000,000 has been 
added in new money to the capital and sur- 
plus invested in the fire insurance business dur- 
ing the past year. In addition there have been 
stock dividends totaling in excess of $2,500,000. 
There is good reason to wonder just where the 
is coming from to support all the 
new companies. Of course in the case of the 
established companies, the capital increases were 
no doubt justified by particular considerations. 


considerably. Despite over 


business 


In the face of increasing competition for a 
reduced business fire insurance stocks have in- 
creased enormously in market value during the 
past year, indicating that the public has a 
high opinion of them as investments. This 
faith in the ability of fire insurance companies 
to make evidenced by the avidity 
with which the public has purchased the stock 
is true that there 
are some underlying reasons why the com- 
panies will probably show excellent statements 
despite the adverse conditions noted above. 


At the close ot 1926 fire insurance execu- 
tives were much concerned over underwriting 
conditions which bad. The com- 
panies generally had lost money in that depart- 
ment and while the investment returns for 
the year were unusually excellent there was a 
widespread feeling that a turn in the stock 
market would seriously afiect the companies 
unless underwriting conditions could be im- 
proved. During 1927 many companies made 
drastic changes in their underwriting policies 
to that end and the close of that year found 
the executives less concerned. A small under- 
writing profit was noted, despite a lowering in 
the premium income. 


money is 


of the new companies. It 


were then 


While the premium income will undoubtedly 
show a falling off in 1928, there has also been 
noted a substantial decrease in losses, so that, 

(Concluded on page 17) 

















RAPS ETHICS OF INSUR-= 
ANCE MEDICOS 


Moreland Act Commissioner Says 
Companies Engage Cheapest 
Doctors 


NEW YORK INVESTIGATOR REVEALS 
FINDINGS 


Competition for Business on Part of Phy- 
sicians Breeds Evils in Treating 
Injured 
Compensation insurance physicians, whether 
on a contract basis or regularly employed by 
insurance companies, are distinctly “rapped” 
in the third section of the report of Dr. Lindsay 
Rogers, Moreland Act commissioner in New 
York, who is investigating the administration 
of the Department of Labor and the Workmen's 
Compensation Act in the Empire State. Dr. 
Rogers’ report is a most unflattering comment 
on the professional ethics of the medical spe- 
cialists engaged in the handling of compensation 
cases and he lays the blame at the door of the 
general attitude of the profession and the inac- 
tion of the medical societies with respect to 

flagrant cases. 

The commissioner’s report suggests that leg- 
islation be enacted to increase the salaries of 
doctors employed by the Labor Department and 
that the compensation law be amended to bar 
insurance company doctors and the doctors rec- 
ommended by employers from being present at 
the examination of claimants under compensa- 
tion cases by State doctors. 

Even liquor has not been scorned as a bribe 
in the proper (from the physician’s standpoint) 
handling of foremen of industrial plants. “The 
rewards are so great that doctors compete with 
each other for the business,” declares Com- 
missioner Rogers. The Moreland Act com- 
missioner continues: 


Insurance company medical directors who are 
surgeons send injured workmen to practitioners, 
who refer their private patients in need of 
surgical care to the insurance surgeons for op- 
erations. Reciprocal backscratching is very 
prevalent. 

The solicitations used affect the stomach as 
well. 

The medical director for one large insurance 
company tells me that his most difficult prob- 
lem is with physicians who use liquor prescrip- 
tions to bribe foremen of manufacturing estab- 
lishments. The foremen are thus persuaded to 
send their injured workmen to the physicians 
who furnish the prescriptions, and to authorize 
these physicians to give the necessary treat- 
ments. A physician who would secure business 
in this fashion, it hardly needs to be suggested, 
is probably not competent in traumatic surgery. 

Doctors or groups of doctors who have con- 
siderable practices can afford to spend large 
amounts on solicitors of business and on agents 
who lift cases from other doctors. It would 


(Concluded on page 19) 
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O-OPERATIVE associations among the 

employees of large concerns are not unique. 
They are simply an added proof of the fact 
that between employers and employees there 
may be something more than so many hours 
of work for so much money, only that and 
nothing more. Corporations have no souls, of 
course, but the heads of them frequently are 
very much interested in seeing that the men 
and women working for the corporation have 
a fair deal. 

A few days ago I was in the office of one 
of the officials of the Metropolitan Life Insur- 
ance Company in New York and I was told 
some interesting facts concerning the co-opera- 
tive association among the home office employees 
of that great company, some 10,000, I believe. 

oe 

HE co-operative store is maintained in 

quarters furnished by the company and 
something like 5 per cent profit is made on 
the goods sold which pays the overhead ex- 
penses. Of course there are employees who 
are paid salaries for work in connection with 
the store, but an unusual feature is that there 
is also no small amount of voluntary service, 
and that, naturally, cuts down the expenses. 

x ok Ox 

OME manufacturers have been very loath 

to sell their goods to such co-operative 
affairs because they desire to maintain a stand- 
ard price for the retail selling. As a result 
either such articles are not sold in the co-opera- 
tive stores or they are secured through indi- 
rect means. 

ok * * 

NE day the head of the great Heinz com- 
O pany, manufacturers of the famous pickles, 
had dinner at the Metropolitan building with 
President Haley Fiske. He noticed pickles, but 
not his brand, and demanded why the Heinz 
products were not there. President Fiske re- 
plied that the Heinz company would not seli 
them to the co-operative store because of a 
price agreement. The head of the Heinz com- 
pany said that he thought it could be arranged 
and shortly after a representative of the con- 
cern came to the co-operative store with his 
order book and as result the young ladies and 
others in the Metropolitan Co-operative Asso- 
ciation can buy Heinz varieties whenever they 
desire. 

x * x 

WELL-KNOWN phonograph company 
A once refused to sell its records there un- 
less there was an agreement that they be sold 
at a certain price. But one of the Metropolitan 
co-operative store buyers entered into negotia- 
tions with a man who had a small phonograph 
record store in Brooklyn who agreed to supply 
the desired records. When his business, up 
to that time of little volume, leaped in the 
course of a few months to $60,000 the phono- 
graph company investigated the matter. 


TOW that Christmas is over we can all set- 
4‘ tle down to the usual program of pocket- 
ing our stock winnings in silence and grous- 
ing to high heaven about our losses. Also, we 
can engage in the annual pastime of exchang- 
ing gifts we do not need for the things we 
want or storing them against a future oppor- 
tunity to give them where they will bring most 
credit to ourselves. 

x ok x 

Christmas these days 
The price of 
liquor, 


A7O fooling, though! 
4™N is not what it used to be. 
everything, including and embracing 
has gone up and much of the picturesque has 
departed from the occasion. Once upon a time 
friends arrived in scudding to the 
tinkle of bells and the thud of rapid hooves. 
Now they arrive in taxicabs accompanied by 
whatever they have brought with them and 
looking picturesque only when they have red 
hair, brown eyes and coonskin coats. Honestly, 
Christmas in the great open spaces of the 
country may yet be a thing of beauty and its 
proverbial joy, but in the big cities it is a sea- 
son for the contentment of mailcarriers, police- 
men, elevator starters and waiters. 


sleighs 


F course, Christmas “in town” has this ad- 

vantage—you can go carefully up some 
back stairs and, if you are well known, retire 
far from the clustering throng to the peaceful 
enjoyment of things hot or cold. Personally I 
like crowds on Christmas, however drab and 
uninteresting they may be on ordinary days. 
The Yuletide spirit seems 
change something fundamental in the faces that 
pass. The self-absorbed or bored expression 
that is worn for an every-day mask is obviously 
absent. The myriad eyes have lost that “burnt 
out” or “you are a stranger’ glance and there 
is once more a thrill of humanity in gazing 


momentarily to 


at one’s fellow creatures. 


HE only real grievance I have against 

Christmas in the cities is that most homes 
have no fireplaces in them. Here and there 
wealth or desire or both have conspired to in- 
troduce a fireplace into the dwelling, but gen- 
erally there is none. Like others, I have an 
atavistic streak that quickens indefinite memo- 
ries in me when I sit and stare into glowing 
embers on a hearth. Also, if you want to feel 
sorry for yourself, there’s more “kick” in the 
idea if your melancholia descends on you while 
you are watching the flames. On the other 
hand, when you rejoice as you're supposed to 
do on Christmas, the warmth from a fireplace 
touches you with an influence that adds to your 


geniality. Yes, Sir, me for a fireplace. 
c oak oe 
HE aftermath of this festal season may 


leave one with a temporarily exhausted 
sensation, but it also leaves a feeling that 
something nice has happened. j 


A> newspaper correspondents from the Far 

East frequently begin their articles, “As 
this is being written . . .” so, when (and 
if) this is printed, Christmas will be over for 
another year. But, as this is being written, 
Christmas is still one day in the future, or, 
to be explicit—to snatch another phrase from 
the glorious annals of the Far East writers— 
to-morrow. 

* x x 

ND with all the happiness and merriment 
4 4 that the Holiday season brings there is 
note of sadness. How times have 
changed. When I was a little lad. I and other 
little lads recited or had read to us “’Twas 
the night before Christma sand all through the 
house not a creature was stirring not even a 
Just why anyone should be stirring 
a mouse I’ve never learned, but that is beside 
Where, I wonder, except, perhaps, 
in far-off Point Barrow could such 
quiet, such silence, such simple simplicity be 
found ? 


also a 


mouse,” 


the point. 
homes, 


T is not in a New York apartment house. 
It is not in hotels, for even if it be true 
that father and mother are away at one night 
club and the little tots are enjoying themselves 
at another the noise and din that a mechanical 
generation has created sweep into the deserted 
rooms that further make life difficult for Santa 
Claus by having no chimneys. 
ok * 
Bur it is indeed a poor wretch who at this 
time of the year cannot find some good 
in everything, or read a moral written on the 
Wave-swept sands of change. As the young 
Philosopher and Wit of William street so re- 
cently said, Life is only a strange interlude be- 
tween the past and the future, so, the elimina- 
tion of chimneys, with fireplace outlets in 50 
or 80 per cent of the rooms of a house, may 
have had something to do with a reduction of 
the fire loss. Let Santa Claus and those mem- 
bers of the human race who of recent years 
have had attached to them the sickish term of 
“the kiddies” weep at this blow at the jov of 
Christmas time, but we hard-headed insurance 
writers must realize that where there is little 
smoke there may be fewer fires. 
* * Ok 
A. I presume, the now universal use of 
red, green, yellow, orange, violet, white, 
blue, pink, beige, amber, mauve, indigo, purple 
and other colored lights on Christmas trees in 
place of the one-time Christmas-tree candles 
also are an aid for a safe Christmas. 
* 2k 2k 
UT “when this is read” Christmas will have 
passed and there is no great reason for 
growing sentimental and slightly mawkish. 
Yet I am glad that, in spite of all the attend- 
ant dangers it is still the fashion to put lighted 
candles in the windows on Christmas. 
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HE SPECTATOR hopes and as- 

sumes that its subscribers, readers 
and friends had a bountiful share in the 
happiness and good will that make a 
Merry Christmas. Many of them remem- 
bered THE Spectator with Christmas 
cards, calenders and other expressions of 
holiday cheer for which we are sincerely 
appreciative. With the same sincerity, 
THE SPECTATOR wishes to them all happi- 








ness and prosperity for the New Year. 





CHARLES M. SCHWAB’S HUMAN TALK 
HARLES M. SCHWAB, president 

of the Bethlehem Steel Corporation, 
director in countless financial institutions 
and for many years recognized as one of 
the greatest leaders among the industrial 
giants in the most successful industrial 
country the world has known, spoke at 
the annual convention of the Association 
of Life Insurance Presidents recently 
held in New York. His subject was 
Products of Business Enterprise.” 
But, fortunately, exercising the prero- 
gative of authority, he did not allow the 
advertised title for his remarks to chart 
or to curtail to any extent what he said. 
It is hardly to be presumed that his words 
surprised the major part of the life in- 
surance presidents who listened to him, 
for many of them are his old personal 
friends whom he called by their first 
names, not after the manner of Rotarian 
and other similar clubs, but because they 
really were his friends and companions. 
So they were probably more or less aware 
of his views. But to that often noted and 
extremely vague person known as the 


se 


By- 


man in the street there surely would have 
been something very refreshing in listen- 
ing to such a personage speaking words 
not draped with somber robes of bombas- 
tic rant or spouting forth like the eternal 
fountain, and 
twaddle. 

For Mr. Schwab, while he quite evi- 
dently took seriously such things as the 
great industrial work in which he is en- 
gaged, the business of insurance and kin- 
dred things, did not talk as if he were 
inclined to take himself too seriously, or 
that he had by some one been appointed 
to deliver platitudinous nonsense under 
the pretense that by such paternal advice 
and guidance the less successful would be 
equipped with wings to fly to pinnacles up 
to then far beyond their reach. 

Henry Ford recently astonished the 
country by asserting that he did not urge 
young men to save money, and while no 
doubt members of the penny-saved-is-a 
penny-earned society were shocked, his 
explanation of his reason seemed to many 
persons as shrewdly sensible as have been 
the majority of his actions and remarks. 

And Mr. Schwab did not hesitate to 
expound his own personal philosophy to 
the listening insurance presidents and 
they heard very little of the accustomed 
uplift discourse which, down the ages, has 
so often been the dinner vocalization of 
the men who have arrived, when they 
have the chance to talk about it. 

Briefly Mr. Schwab stressed the fact 
that he had had a splendid time during his 
life and had enjoyed and was enjoying 
it all tremendously. He had even enjoyed 
board meetings, had laughed and joked at 
them, so much so in fact that his one- 
time partner, Henry C. Frick, became ex- 
tremely annoyed and wrote a protesting 
letter to the big boss, Andrew Carnegie, 
about it. As a matter of fact Mr. Carne- 
gie sided entirely with Mr. Schwab in the 


watery meaningless 


matter and sent him a picture of a jolly, 
laughing monk to hang up in the board 
room, and told Mr. Schwab that a person 
could never think right, and never think 
straight and never think with optimism 
and prosperity unless he was in a happy 
frame of mind. 

To be happy, to be contented in the 
right sense of the word, to be optimistic 
instead of pessimistic, that was Mr. 
Schwab’s philosophy and secret of suc- 
cess, and he made it plain that he con- 
sidered success something much more 
than accumulating money, though that 


5 


had its good points. 

He told his hearers to find joy in what 
they were doing. If they failed to find 
happiness in the work they were doing he 
urged them to get out of it and try some- 
thing in which they would find happiness. 

Perhaps, indeed, he stuck with unusual 
pertinacity to the title of his address, for 
he seemed to show that what some would 
consider the by-products or the less im- 
portant part of business enterprise—the 
opportunity to adjust oneself as harmo- 
niously as possible with life—were, in 
truth, the most important, the most vital 
parts of business. 





EQUITABLE GROUP BUSINESS HAS 
HOLIDAY RUSH 
Bartholomew’s Gives Rector 
Wardens Group Insurance 

The increased impetus given the sale of em- 
ployee benefit insurance by the approach of the 
holidays is being strongly reflected in the vol- 
ume of new group insurance being reported by 
representative insurance companies. 

The Equitable Life Assurance Society has 
just announced that its new business received 
in the group department for the first half of 
December is one of the largest totals for that 
period ever experienced. The volume is about 
fourteen millions of dollars in group life, or 
slightly in excess of a million dollars a day 
for each business day since the first of the 
month. This amount is considerably more than 
twice the amount reported for the same period 
of 1927 and also more than twice the amount 
reported in the last half of November. Forty- 
eight contracts are represented in the Decem- 
ber business, comprising new or enlarged poli- 
cies of group life, group accident and health 
and group accidental death and dismemberment 
insurance for more than 8000 American work- 
ers. 

Important among the contracts signed were 
those with the Cuneo Press of Chicago, the 
Foster-Wheeler Corporation of New York and 
the Spartan Mills of Spartanburg, S. C. 

St. Bartholomew’s Church at Park avenue 
and 51st street adopted an Equitable Group In- 
surance program this month for Robert Nor- 
wood, the rector, and the church wardens and 
vestrymen. The insurance is written on the 
non-contributory basis and provides $123,000 of 
life protection for 112 persons employed in the 
church or community welfare work of St. 
Bartholomew’s. 


St. and 


25 Deaths at Grade Crossings in Maryland 

BALTIMORE, Mp., December 24.—Twenty-five 
persons were killed in grade-crossing accidents 
on all railroad lines in Maryland in the fiscal 
year ended September 30, according to a re- 
port of H. Carl Wolf, chief engineer of the 
public service commission. This number is an 
increase Of one death over 1927. 

There were forty-three accidents at railroad 
crossings, and, in addition to the number of 
persons killed, forty-seven were injured. 
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DECLARES BIG STOCK DIVIDEND 
Continental Life of St. Louis Has Had 
Prosperous Year 
Ed. Mays, president of the Continental Life 
Insurance Company, St. Louis, Mo., announces 
that the board of directors of the company by 
unanimous vote has declared a stock dividend 
of 33% per cent on all outstanding stock of 
the Continental Life Insurance Company, of 
record Monday, December 17. This gives each 
of the 600 shareholders in the company an addi- 
tional share of stock for each three shares now 

held. 

President Mays says the Continental Life has 
had one of the most prosperous years in its his- 
tory, the company now having life insurance in 
force to the amount of $96,000,000. 

The mortality record for the past year, ac- 
cording to the report to the board, was unusually 
favorable, the November figures being the low- 
est in the history of the company. Another 
fact that has contributed largely to the earn- 
ings of the company is the very favorable re- 
turns from the investment of its $14,000,000 
of assets. 

The Continental Life recently underwent a 
thorough examination by a committee composed 
of representatives of Insurance Commissioners 
from eight States and the report was highly 
complimentary to the management. 

Two of the big objectives for 1929, President 
Mays announces will be the completion of a 
20-story home office building, work on which 
is now in progress, and the passing of the hun- 
dred million mark of life insurance in force. 


A New Book on Wills 

A book entitled “Wills,” of which the author 
is Gilbert T. Stephenson, A.M., LL.B., has just 
been published by F. S. Crofts & Company. Mr. 
Stephenson is the author of Living Trusts, and 
co-author of Guide Posts in Preparing Wills. 
He is trust officer of a large trust company and 
has advised and assisted many testators in the 
preparation of wills. 

This excellent work is non-technical and is 
written in a clear, popular style, dealing with 
the substance rather than the mere form of 
wills. It is intended to suggest to laymen, as 
well as lawyers and trust officers, the practical 
steps testators should take and the points that 
should be covered in making wills. The first 
chapter answers the question, “Why make a 
will?” Various phases of the task of making 
a will are dealt with, including its language, 
the selection of attorney, executor and trustee, 
the assembling of information for the will and 
numerous general provisions in relation to its 
preparation. Among these are its beginning, 
payment of debts and taxes; testamentary rela- 
tions of husband and wife; provisions for the 
family; outright gifts to individuals and chari- 
ties; gifts in trust; distribution and administra- 
tion powers of the trustee; investment powers 
of the trustee; powers of the executor; disin- 
heritance, contests, litigation; execution of the 
will, and revisions and codicils. An illustrative 
form of will is also presented in the final chap- 
ter. The book is well indexed, clearly printed 
and substantially bound, and sells at $3 per copy. 


Death of Arthur J. Reeves 

Arthur J. Reeves, general agent of the New 
England Mutual Life Insurance Company at 
St. Paul, died December 18, of heart disease, in 
the sixty-ninth year of his age. 

Mr. Reeves was born in Wisconsin and 
lived practically all his life in St. Paul. More 
than fifty years ago the New England Mutual 
began business in Minnesota, and appointed 
Mr. Reeves general agent for the State in 1902. 
He completed his twenty-fifth year in the ser- 
vice of the company in 1927. 

To meet the needs of the growing business, 
at Mr. Reeves’ suggestion the State was divided 
December 1, 1926; he retained the southern 
part, with headquarters in St. Paul. On that 
date a partnership was formed with his only 


son, Oswin A. Reeves, then aged 34, who had 
been associated with his father as manager of 
the Minneapolis office. The northern portion 
of the State was made into a new general 
agency, with headquarters at Minneapolis, Rich- 
ard H. Coombs being placed in charge. 

Mr. Reeves’ devotion to his work, his high 
principles and personal integrity, his unwaver- 
ing loyalty to the company were the marked 
features of his character. On them was built 
the success that his long administration has 
enjoyed. 


—The Proceedings of the 21st annual meeting of 
the legal section of the American Life Convention, 
which was held at St. Louis in October, 1928, have 
been published in book form. 
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True Centuries Ago—True Now! 


Generations before life innsurance was even 
thought of, as such, Pope Boniface VIII. voiced a 
sentiment that would do well as a slogan for life 


insurance salesmen. He said: 


“Anything done for another is done 
for oneself.” 


One of the things that makes a pleasure 
of selling life protection is the 
realization that this business is 
founded on the Spirit of Sacrifice 
—that as each salesman brings his 
message 
means that he has erected a safe- 
guard for 
group. And he is rewarded for 
this service by the satisfaction that 
accompanies duty well performed. 


The Prudential’s Ordinary. Agencies 
offer you their co-operation 


The Prudential 


Insurance Company of America 


Fiome Office, Newark, New Jersey 


successfully home it 


some individual or 
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ALL STATES LIFE STARTING 





Will Write First Business Soon After 
First of Year 





PRESIDENT B. W. LACY ANNOUNCES 
PLANS 





Home State of Alabama to Be Cultivated 
Intensively at Once—Company Plans 
to Cover Wide Territory 


The All States Life Insurance Company, or- 
ganization of which has recently been com- 
pleted in Montgomery, Ala., will shortly start 
writing business. Ben W. Lacy, president of 
the new company, who was formerly vice-presi- 
dent of the Protective Life Insurance Company, 
of Birmingham, has announced the appointment 
of J. F. Bailey, of Birmingham, as field super- 
visor of the company. Mr. Bailey’s appoint- 
ment is in connection with the organization of 
the agency force of the company in the State 
of Alabama, which is being conducted under 
the supervision of the directors of the company. 
The State has been divided into twenty sections, 
the directors being section chiefs, and Mr. 
Bailey’s first work will be co-operation with 
these section chiefs in planting agencies 
throughout the State. 

Mr. Bailey has been long and favorably 
known to insurance men at Birmingham, in 
the State of Alabama, and throughout the 
country. He has been manager of the Phoenix 
Mutual Life Insurance Company of Hartford, 
Conn., at Birmingham for the northern part of 
the State, and enjoys the distinction of having 
been one of the three members of the original 
training school inaugurated by that company at 
Hartford, at its home office. He not only 
took the salesmanship course but the managerial 
course and in his work at Birmingham for the 
Phoenix Mutual demonstrated the very con- 
siderable capacity for writing policies himself, 
serving his policyholders acceptably, and of 
selecting and training agents of the Hartford 
company. One of the early results of his suc- 
cess was his election as secretary oi the Birm- 
ingham Underwriters Association, in which 
capacity he extended his already wide acquaint- 
ance among life insurance men. 

Mr. Bailey’s underlying capacity as an or- 
ganizer was forcefully demonstrated by his 
field work for the Kiwanis International. Hav- 
ing been persuaded to take up field work for 
that organization, during five years he had most 
unusual success in building Kiwanis Clubs at 
Montgomery, at twenty-eight other cities in 
Alabama and then throughout the cities oi 
Florida, Mississippi, Georgia, Tennessee, Ken- 
tucky, and West Virginia. He probably knows 
personally more Kiwanians than any other man 
in the South and is highly esteemed by all In- 
ternational officers, past and present. The all 


States Life was much influenced in making this 
important appointment by Mr. Bailey’s strik- 
ing success in this work. Jeff Bailey, as he is 
known to thousands of Alabamians, is also a 
newspaper man with ability, having gained a 
rather envious place in southern journalism as 
city editor of the Birmingham Ledger and 
Birmingham Age-Herald, political writer on the 
Nashville, Tennessee, Banner, publisher of the 
Walker County News, Waycross, Georgia, 
Herald, and of a newspaper in the Lake region 
of Florida, at Eustis; this in addition to early 
reportorial work on the Atlanta Georgian. 

This is the first of a series of appointments 
relating to the personnel of the new company. 
Others will be made from day to day as the 
organization takes definite shape. 

The All States Life is capitalized at $500,- 
000 and has a surplus of $372,500, all of which 
has been paid in. The stock is widely dis- 
tributed, there being 1500 stockholders, cover- 
ing 45 counties of Alabama and seven States. 
The company has a very strong board of di- 
rectors, the chairman being Richard M. Hob- 
bie, an officer or director in a number of finan- 
cial and other businesses of Montgomery. 

The name of the company is significant in 
that it intends to do business in nearly every 
State eventually and will conform its acquisi- 
tion costs to the New York standard in order 
to be in a position to do so. 

In addition to Mr. Hobbie and Mr. Lacy, 
officers of the company are as follows: Arthur 
Pelzer, vice-president; Frank MacPherson, 
vice-president; I. Fred Solomon, vice-president, 
Henry M. Hobbie, president of the Fourth Na- 
tional Bank, treasurer; Ralph D. Quisenberry, 
secretary, and Dr. George E. Blue, medical di- 
rector. 

President Lacy has had a wide experience 
as a life insurance executive. Following his 
graduation from the University of Richmond 
he became connected with the Life Insurance 
Company of Virginia, in its actuarial depart- 
ment. Subsequently he was made secretary and 
actuary of the Atlantic Life Insurance Com- 
pany, actuary and manager of the insurance 
department of the Inter-Southern Life, of 
Louisville, secretary, second vice-president, and 
eventually first vice-president of the Protective 
Life, of Birmingham. He is a past president 
of the Birmingham Association of Life Un- 
derwriters and was national field assistant of 
the National Association of Life Underwriters. 
Mr. Lacy is widely and favorably known in 
the insurance business and throughout the 
South. 


New Director of Crown Life 
Toronto, Can.,: Dec. 21.—Grant Hall, vice- 
president of the Canadian Pacific Railway, has 
been elected a director of the Crown Life In- 
surance Company, Toronto. 
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METROPOLITANS’ HUGE 
DIVIDEND 


Industrial Policyholders to Get Big- 
gest Return in Company’s History 








$37,000,000 ALLOTTED FOR 1929 





Double Indemnity to Be Given on Indus- 
trial Policies in Good Standing as of 
December 1, 1928 
President Haley Fiske of the Metropolitan 
Life Insurance Company, New York, has an- 
nounced that industrial policyholders of the 
Metropolitan will receive in 1929 by far the 
largest dividend ever declared on the company’s 
industrial business. ‘The amount declared, sub- 
ject to the approval of the New York State 
Superintendent of Insurance, is approximately 
$37,000,000. The declaration for 1928 was $33,- 
000,000. Holders of industrial policies issued 
prior to 1925 will share in the apportionment. 
Mr. Fiske also said that a double indemnity 
death benefit, beginning as of December 1, 
1928, would be extended without extra pre- 
mium to industrial policyholders in good stand- 
ing. It is estimated that this will cost the 
company $4,000,000 annually in increased death 

benefits. 

Policyholders will receive the major part of 
the dividend declaration in the form of pre- 
mium credits, ranging from seven to twenty- 
six weeks. A feature of the current schedule 
is the continuation of equalization mortuary 
and maturity dividends which were declared for 
the first time a year ago. 

Through these special dividends the present- 
day benefits of industrial policies are made 
retroactive to include policies of similar class, 
but issued under earlier tables that provided 
lesser benefits, which become death claims or 
mature as endowments in 1929. In certain in- 
stances of long duration these equalization 
dividends, together with the premium credits 
and regular mortuary dividends under the pres- 
ent declaration, will afford about twice the orig- 
inal benefit for one-half the original premium. 
About $3,000,000 of the declaration was ap- 
plied to permanently increase the benefits under 
certain of the older tables, this being a step 
toward a general permanent equalization of 
the company’s tables. The double indemnity 
death benefit, which in the case of ordinary 
policies is issued only for an extra premium, 
provides in case of accidental death of indus- 
trial policyholders between the ages of 15 and 
70 years, a death benefit of twice the amount 
called for in the policy, except in certain occu- 
pational fatalities, when the added benefit is but 
one-half of the face of the policy. The Me- 
tropolitan, including the 1929 dividend declara- 
tions, will have paid or credited to industrial 
policyholders more than $230,000,000 in divi- 
dends and bonuses in thirty-three years. 











Life Insurance 


THE SPECTATOR 


Thursday 











KODAK COMPANY’S 
GROUP PLAN 


Initial Premium of $6,500,000 Is Be- 
lieved Largest Ever 











METROPOLITAN LIFE IS UNDER- 
WRITER 





Contract Partly Insurance and Partly Pen- 
sion—Company and Employees Share 
Cost 


The Metropolitan Life Insurance Company, 
New York, has written a group insurance and 
pension plan embracing the 20,000 employees 
of the Eastman Kodak Company of Roches- 
ter which is said to be the largest contractual 
program for workers’ benefits ever effected. It 
calls for an initial payment to the insurance 
company of $6,500,000 and under its terms 
male workers in the Eastman plants in this 
country and abroad will be eligible for retire- 
ment annuities at 65 years and women work- 
ers at 60. Yearly pensions are to be reckoned 
at the rate of 1 per cent of salary multiplied 
by number of years of service before January, 
1929, plus 2 per cent of the total salary earned 
after that date. Death and disability benefits 
will be commensurate. 

The future annual premiums to cover the in- 
surance under the plan will be about $300,000 
and with the increase the sum may grow. In- 
surance company dividends, however, will in 
a large part take up the increase it is estimated. 
The premium will be met in half by the East- 
man Company and half by the Kodak Em- 
ployee’s Association which is the center of wel- 
fare work among the employees. This associa- 
tion will also bear its half share of the pay- 
ment of the initial $6,500,000 coverage, pay- 
ment being possible under the wage dividend 
plan which Mr. Eastman started in 1912. Cash 
distributions to employees under the plan this 
year amounted to about $3,250,000 which, on 
the present basis, brings the annual wage divi- 
dend of workers to $22.50 for each $1000 of 
pay for the past five years. 

The Employees Association’s share of the 
annual premium under the new project will be 
paid by funds originally donated by Mr. East- 
man to establish an earlier bonus system for 
retiring workers and for other welfare pur- 
poses connected with the company. A striking 
feature of the plan is that it appears to make 
the distribution of benefits quite independent of 
current working capital or other considerations, 
as is also the size of the sum actually turned 
over to the for eventual 
distribution the 
amount pledged for future premiums. 

The life and disability insurance went into 
effect last Thursday and the pension plan is to 
commence January 1. 


insurance 
the employees 


company 


to and large 


Health and Wealth 
The book entitled Health and Wealth, by Dr. 
Louis I. Dublin, statistician of the Metropolitan 
Life Insurance Company, of New York, re- 
cently published, has been found useful and in- 


formative not only by life insurance agents, but 
by insurance company officials, employers, per- 
sonnel managers, public health officers, social 
workers, physicians, and industrial health work- 
ers. Some of the problems treated are birth, 
death, tuberculosis, cancer, health of the negro, 
birth control, and old age, and these are critic- 
ally discussed. 


and naturally affords strong arguments for the 
carrying of life and disability insurance. It 
should be in the library of every life insurance 
man so that he may not only read it, but may 
refer to it frequently as occasion requires. It 
is written in an interetsing style and covers a 
very broad field. The more knowledge that the 
agent possesses in relation to the various fac- 


tors that bear upon our future health and length 
of life, the more attractive he can make insur- 
ance to the average man. Furthermore, the av- 
erage man is intensely interested in his own 
state of health and this interest predisposes him 
to the agent who knows health as a subject. 

Health and Wealth contains 361 pages and 
may be obtained from The Spectator Company 
at $3 per copy. 


The author writes from the vantage point 
of the statistical office of a great insurance 
company, whose records supply a vast reser- 
voir of facts about the costs of disease and 
the value of public health measures. Human 
capital, the nation’s greatest asset, rests largely 
upon the people’s health. This book presents 
an impressive array of facts and figures re- 
garding the losses through sickness and death, 






















~ 
is 


A YWWA OAD a \Ud Wes 


i} NWA NWA ) 


| EX ZEUEX CLG) NEL NEL NOLO NELN OLN GLO NOL NOLIN 


NYLIC INCENTIVES and AIDS TO SUCCESS 


Nylic Friends 


National advertising grows because retail merchants have 
learned that it is much easier to sell goods that are well 
known to the public. 
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Nylic Agents do not find it necessary to “introduce” their 
Company, which now has Two Million Policyholders 
insured for nearly 7 Billion Dollars. 


q 
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Since organization, Nylic has paid to living Policyholders 
and to beneficiaries over 2 Billion 600 Million Dollars. 


It is now distributing over 50 Millions a year in Dividends. 


Through 84 years of investing, New York Life has been 
of incalculable service to the nation, to business and to 
individuals. Today its assets of over | Billion 400 
Million Dollars are largely used to finance public works, 
— public utilities, business buildings, homes and 
arms. 





ISG 


J 


So, wherever the Nylic agent goes, he 
finds Nylic friends — policyholders, 
beneficiaries and borrowers — who 
are grateful to the Company 
for its service to them. 


NEW YORK LIFE INSURANCE 
COMPANY 
Madison Square, New York 


DARWIN P. KINGSLEY, President 
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New Home Office Building 
en the site of the famous old 
Madison Square Garden. 
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Reviews Life Insurance 
(Concluded from page 3) 


lapsation due to improved salesmanship, and 
because of better management. 

Constant effort to serve the public in the 
broadest sense of its ability was shown in vari- 
ous ways, to-wit: in the adoption of new and 
improved policy forms; in the reduction of the 
age in which one may be insured; in the in- 
crease of the amount of insurance which may 
be placed upon a single life, and in improve- 
ments in dividend scales, thus reducing the ulti- 
mate cost to patrons. 


The year 1928 was replete in incidental fea- 
tures which concerned the business and the 
public, and which may be classed as general 
news. 

The Metropolitan Life issued the largest 
single policy on one life ever written by a com- 
pany, when it placed a policy for $1,500,000 on 
the life of a prominent Manhattan business 
man. 

The death of the carrier of the most life ii- 
surance in the world occurred in 1928, when 
Rodman Wanamaker, carrying over six million 
dollars of life insurance, passed on. 

Early in the year, the life insurance agents 
of the country were much perturbed over the 
invasion of their field by the American Bank 
of Italy, with the contention that “all solicita- 
tion of life insurance will ultimately be elim- 
inated and life insurance sold over the counter.” 
The excitement, however, subsided, and the 
thought is now being generally expressed that 
the best and the most fundamental way to in- 
crease business “is to secure a better type of 
agent” to take care of the “potential effective 
demand.” 

A sensational incident of the year resulted 
from disclosures as to the alleged manipulation 
of funds of a life insurance company by its 
officers, but the incident happily closed by the 
reinsurance of the company in another organ- 
ization, thus establishing the stability of the in- 
stitution and justifying the confidence of the 
public in it. 

The past year also witnessed the removal of 
all restrictions as to aviation in many com- 
panies and the extension by the Government of 
war risk insurance to all veterans, even though 
not previously carrying such insurance. 


The establishment of the American College of 
Life Insurance, in the nature of a memorial to 
IE. A. Woods, deceased, formerly of Pittsburgh, 
marked the academic attempt to establish the 
profession of life insurance salesmanship. 

The judgment of the courts in favor of the 
insurance company in the famous Synder case 
was notable evidence of the rectitude of a judi- 
cial sysem which trises above the sickly senti- 
mentality which surrounded the case. 

The extension of the Insurance Day idea 
was a gratifying feature of 1928. These days 
are designed to give agents and their clients 
opportunity to meet and discuss mutual prob- 
lems. They are full of chance to be of great 
public service. 

An incidental feature of 1928 is worth men- 
tioning because of its unusual character. Toward 
the latter part of the year, agents found many 
prospects who were normally receptive to so- 
licitation. more or less reluctant and apathetic, 
and it finally developed that these men were 
playing the stock market. This public craze 
was also reflected in applications for policy 
loans and delay in premium payments. 

As to the personal side of life insurance in 
1928, there is much to report. One of the out- 
standing incidents was the election of Paul F. 
Clark, of Boston, aged thirty-five years, to the 
presidency of the National Association of Life 
Underwriters. Mr. Clark is the youngest man 
ever to hold this commanding office. 

Changes in the personnel of the official force 
of the Equitable Life of New York are note- 
worthy. John A. Stevenson and Frank H. 
Davis, both vice-presidents, resigned to take 
up field work, and Frank L. Jones was elected 
agency vice-president. 

The year 1928 was peculiar, too, in that it 
witnessed the resignation of four prominent In- 
surance Commissioners, all of whom retired 
to enter “private duty,” to-wit: James A. Beha, 
of New York; George W. Wells, of Minnesota ; 
Wesley E. Monk, of Massachusetts, and W. C. 
Safford, of Ohio. All are outstanding char- 
acters in the insurance world. 

Death invaded the life insurance ranks ruth- 
lessly in 1928 taking away Judge William A. 
Day, honored and respected head of the Equit- 
able Life; W. W. McClench, former president 
of the Massachusetts Mutual; Judge Wm. S. 
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Ayres, vice-president of the Bankers Life of 
Des Moines; Thomas W. Blackburn, for many 
years secretary of the American Life Conven- 
tion; Commissioner Luing, of Florida, and Col. 
Charles Dobbs, of Louisville, well-known and 
generally beloved editor of The Insurance 
Field. 

The foregoing covers the features in the life 
insurance field for the year 1928. What are 
the prospects for the new year? The same 
conditions which accounted for the wonderful 
production of 1928 will prevail, and experience 
improvement, in 1929; there will be no presi- 
dential election, with its hopes, doubts and 
fears, to interfere with intensive effort; returns 
from the great crop of 1928 will make for 
readier money; employment gives promise of 
being steadier; money likely will be easier, and 
so the prospect is promising. The prediction 
very confidently may be made that 1929 will be 
the largest and best year American life insur- 
ance has ever experienced. 

All this has its most important effect upon 
American citizenship, its families and homes. 
Truly, life insurance constitutes one of the 
“reat stabilizing influences of American life, 
—political, social and economic.” 

Death of J. Carlton Ward 

J. Carlton Ward, at one time president of 
the Life Underwriters Association of New 
York and also of the Northwestern Mutual 
Life Insurance Agents Association, died last 
week in New York from pneumonia. He was 
born in Albany and several years ago came 
to New York and associated himself with in- 
surance companies as an underwriter. At the 
time of his death he had an office with the 
Mutual Life Insurance Company, 165 Broad- 
way, at which he also did business for the 
Northwestern Mutual Life, the Prudential and 
the Union Central companies. The funeral 
was held last Friday. 


Confederation Life Appoints Mexican 
Manager 

Toronto, Can., Dec. 21.—The Confederation 
Life Association announces the appointment of 
P. C. Grover as manager for Mexico, succeed- 
ing F. W. Green, who recently retired. Mr. 
Grover was formerly with the Canadian Bank 
of Commerce. 
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It Takes 
A Real Salesman 
To Sell Them - - - 


VERY real, red-blooded man is interested in the future welfare 
and protection of his family. He wants them to have all of the 
comforts of life with which he can surround them. He would like to 



































feel assured that whatever happens to him they will be taken care of. 


Most men know that Life Insurance keen understanding of human nature 
offers the one best and surest solution and an ability to quickly analyze human 
of their problem—but they do not _ needs. 

“buy”—they have to be “sold.” And 


’ This Company is greatly interested in 
it takes a real salesman to sell them. iit 8 y 


this type of salesmanship. We credit 





Selling life insurance is not merely lay- 
ing a policy before a man and asking 
for his signature on the dotted line. 


Life Insurance Selling is a profession. 
' It requires careful preparation, a field organization. We have need for 


a large part of our splendid success and 
rapid growth to the constantly increas- 


ing number of real salesmen in our 





thorough knowledge of the business, a more such men. 


Operating in 40 States—Branch Offices and General Agencies 
in practically all important centers 
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MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, St. Louis Hillsman Taylor, Presiden: 
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MAY GET APPOINTMENT 


Albert Conway Said to Be in Line for New 
York Superintendency 

It has been rumored that Governor-elect 
Roosevelt will appoint as superintendent of in- 
surance of the State of New York Albert Con- 
way of Brooklyn to succeed James A. Beha, 
whose term expires December 31. Mr. Con- 
‘way is a member of the law firm of Richards, 
Smyth & Conway, with offices at 32 Court 
street, Brooklyn. He was the nominee for 
attorney general of New York on the Demo- 
cratic ticket last fall. For several years he 
was Assistant District Attorney of Kings 
county and he is a prominent factor in the 
John H. McCooey organization. 

He has been a member of Kings County Bar 
for about 18 years and for the past ten years 
has taken an active part in judicial campaigns 
in Brooklyn. Early this year he was made 
chairman of the law committee of the Kings 
County Democratic organization. He is a native 
of Brooklyn and is 39 years old. He was grad- 
uated from Fordham University in 1910. Two 
years later he became Assistant District At- 
torney of Kings county and held that position 
until 1920, when he resigned to engage in pri- 
vate practice. He was for two years a pro- 
fessor of equity in the Brooklyn Law School. 
He is a trustee of the Brooklyn Bar Associa- 
tion and a member of several clubs in Brooklyn. 


ISSUES NEW RATE BOOK 


Des Moines Life and Annuity 

Des Mornes, Iowa, Dec. 22.—With the is- 
suance of a new rate book January 1, the Des 
Moines Life and Annuity offers an expansion 
of service that places it in line with the most 
advanced life insurance programs. There has 
been a general reduction of premiums on nearly 
all policies previously issued. 

In addition to the policy plans in the old rate 
book, the new one contains the following de- 
partures: Thirty-payment life, endowment at 
65, twenty-payment endowment at 65, endow- 
ment at 60, twenty-payment endowment at 60, 
semi-endowment at 65, term to 65. 

Annuity rates are quoted both on the single 
premium basis and on the investment annuity 
plan, which consists of annual deposits for the 
purchase of the life annuity at any age elected 
by the annuitant. The investment annuity car- 
ries a death benefit and cash value. 

A new juvenile policy is included which 
grants a full death benefit at age of five or 
older. This is issued on the twenty-payment 
life endowment at age 85 plan. 

Deferred survivorship annuity rates are 
quoted which may be applied under separate 
agreement form to any policy issued. 

Total and permanent disability rates were 
substantially raised, and the ninety-day clause 
retroactive for ninety days was adopted. 

Double indemnity is granted for $1.50 per 
thousand on the continuous premium plan for all 
policies and ages. 

The new- policies contain no restrictions as 
to residence, travel or occupation, except that 
death occurring within one year as a result of 
a ride in an airplane is not covered unless the 





insured be a fare-paying passenger on an estab- 
lished route. 

Among other changes are the following: In- 
terest on policy loans is not payable in advance. 
The premium loan may be made the automatic 
non-forfeiture provision by making application 
at the time the policy is applied for or there- 
after. The surrender charge on the regular 
policies in no case exceeds one per cent of the 
face of the policy, and is eliminated after the 
ninth year. Unless beneficiary is irrevocable, 
the insured has full control under the policy. 
Cash and loan values are available at any time 
after three annual premiums have been paid, 
and payment may not be deferred for more than 
sixty days. Premiums may be paid semi-an- 
nually or quarterly the first year. Five instal- 
ment settlement options are granted, 


Sun Life Gets Big Group Policy 
MontTreEAL, CAN., Dec. 20.—One of the larg- 
est group policies in Canada, amounting to 
about $2,000,000, has been taken by the Steel 
Company of Canada, Ltd., in the Sun Life. The 
policy is part of a new insurance and sick bene- 
fit plan adopted by the company, taking the 


place of benefit funds previously operated in 
some of its plants, and a total of about 4,000 
employees are affected. 


Etna Life May Reduce Par Value of 
Shares 

The directors of the A<tna Life Insurance 
Company, Hartford, and its affiliated com- . 
panies, the Atna Casualty and Surety Com- 
pany and the Automobile Insurance Company, 
have instructed officers of the companies to 
prepare bills for the Connecticut General As- 
sembly, which meets January 9, to permit a 
reduction of the par value of the shares of the 
respective companies from $100 to amounts not 
less than $10. 


Pacific National Life Completes 
Organization 

Satt Lake City, UTAu., December 24.—The 
organization of the Pacific National Life Assur- 
ance Company has been completed and the com- 
pany will commence actual operations on Jan- 
uary 2 with applications for about a million dol- 
lars of insurance, according to Carl R. Mar- 
cusen, president and manager. Offices will be 

in the Deseret National Bank Building. 








of many impairments. 








PROGRESS SERIES 


Number Six 


In addition to our complete insurance program for 


STANDARD LIVES 


it will be readily appreciated that our splendid service for 


SUBSTANDARD LIVES 


not only materially broadens the agent’s field of prospects but 
also frequently enables him to receive well deserved compensa- 
tion that would otherwise be lost for his services in connection 
with the most disappointing of all cases—the substandard risk 
thought to be standard when solicited. 


Disability and Double Indemnity are granted in the case 


Applicants Substandard because of 
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Physical Condition—Personal History 
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THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. OHILDS, President 


Correspondence weleomed by Agency 


Department 

















II 








THE SPECTATOR Thursday 














NEAL BASSETT, President JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres. 





FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 

THE GIRARD F. & M. INSURANCE CO. OF PHILADELPHIA, PA. 
MECHANICS INSURANCE CO. OF PHILADELPHIA, PA. 
NATIONAL-BEN FRANKLIN FIRE INS. CO. OF PITTSBURGH, PA. 
SUPERIOR FIRE INSURANCE CO. OF PITTSBURGH, PA. 
CONCORDIA FIRE INSURANCE CO. OF MILWAUKEE, WIS. 
CAPITAL FIRE INSURANCE CO. OF CONCORD, N. H. 

THE METROPOLITAN CASUALTY INSURANCE CO., N. Y. 








Western Department HOME OFFICES: Pacific Department 
H. A. CLARK, Manager Newark, N. J. W. W. & E. G. POTTER, Managers 
844 Rush Street New York, N. Y. Philadelphia, Pa. 60 Sansome Street 
CHICAGO, ILL. Pittsburgh, Pa. Milwaukee, Wis. Concord, N. H. SAN FRANCISCO, CAL. 


LOYAL TO PRINCIPLE--TO LOYAL AGENTS, LOYAL 











THE UNUSUAL PROGRESS 
OF THIS COMPANY IS, 
PERHAPS, THE BEST 
RECOMMENDATION OF 
THE CALIBRE OF SERVICE 
IT RENDERS. 





THE EQUITABLE CASUALTY 
AND SURETY COMPANY 


HAROLD SPIELBERG, Chairman of the Board 


Court Square Building 
2 LAFAYETTE ST. NEW YORK CITY 





























1928 


December 27, 


THE SPECTATOR 








a ee ee 








FIRE INSURANCE 





COUNTY FIRE SOLD 


Great American Will Add Company to 
Group 





GRANITE STATE TO BE 
STRENGTHENED 





Transaction Will Not Disturb Agency 
Plant as Organization Memberships 
Are Identical 


Through the purchase of all the outstanding 
stock of the County Fire Insurance Company, 
Philadelphia, from the New Hampshire Secur- 
ity Company, a subsidiary of the New Hamp- 
shire Fire Insurance Company, Manchester, 
N. H., by interests associated with the Great 
American Insurance Company, New York, it 
becomes a member of the Great American group 
and will start operations as such January 1, 
next. 

The New Hampshire Fire plans immediately 
to increase the financial strength of the Granite 
State Fire Insurance Company, Portsmouth, 
N. H., by increasing its capital to $1,000,000 and 
the surplus to an equal amount or more. 

The County Fire was organized under a per- 
petual charter in 1832 and commenced business 
the following year with a paid-in capital of 
$100,000. Its capital has been increased to 
$500,000 and it has aggregate assets of ap- 
proximately $2,500,000. The transfer of its 
control to the Great American will cause no 
disturbance to its agents since it is a member 
of all the organizations to which the Great 
American belongs, including the Eastern Un- 
derwriters Association, South Eastern Under- 
writers Association, and the Union and the Pa- 
cific Board. Under the new arrangements the 
County Fire agents will have the advantage of 
increased facilities as to lines and extensive 
organization and plant of the Great American 
Group. All County Fire agents in the Eastern 
and Southern territory will for the present re- 
port to New York and those in the Middle 
Western States will report to Chicago. 

With the addition to the County Life the 
Great American group will be composed of 
nine fire companies and one casualty-surety 
company and will have combined capital of 
$23,400.000 and aggregate assets of approxi- 
mately $96,000,000. The companies composing 
the group are: Great American Insurance Com- 
pany, Great American Indemnity, American Al- 
liance, Rochester American, North Carolina 
Home, American National of Ohio, Massachu- 
setts Fire and Marine, County Fire of Phila- 
delphia, Mount Royal of Montreal and the As- 
sociated Reinstirance. 





Glens Falls Appointment 
F, A. Coward is appointed by the Glens Falls 
Insurance Company as the new special agent 
for Northern New Jersey, with headquarters 


at 84 William street, New York city, to suc- 
ceed C. F. Woodcock, whose resignation goes 
into effect December 31. Mr. Coward is well 
qualified for the post, as he has had several 
years’ field experience with the company in 
West Virginia and Ohio. 

A. L. Lowe, Glens Falls special agent for 
Eastern New York, will assist in covering 
Northern New Jersey temporarily. 


Hall & Henshaw Get Germanic 

Hall & Henshaw have been appointed New 
York agents for the Germanic Fire Insurance 
Company, New York, which very recently re- 
ceived its license from the New York Insur- 
ance Department. Hall & Henshaw rank high 
among New York insurance agencies and have 
represented for many years some of the strong 
and well managed fire insurance companies of 
the country. Its annual fire business in the 
New York city territory is well in excess of 
$1,000,000. The Germanic Fire is well financed 
and has influential connections. 


Loss in Premiums Likely 

(Concluded from page 3) 
while the companies will do a smaller total 
volume of business, the net underwriting re- 
sults will, perhaps, be the best in years. 
Furthermore, conditions in the investment mar- 
ket during the year past have been very 
favorable and there is every reason to believe 
that many companies have profited heavily as 
a result. 

The reduction in premium income is believed 
to have come about very largely on account of 
the growing practices of manufacturers and 
importers to do a hand-to-mouth business. This 
has resulted in a tremendous reduction in the 
amount of manufactured goods stored in ware- 
houses and elsewhere. This class of business 
was formerly very large and accounted for a 
substantial portion of the premium volume of 
fire insurance companies. Well informed un- 
derwriters say that the increases in the value 
of improved real estate have nowhere near 
compensated the reduction in warehouse values. 

It is said that one excellent result of the 
reduction in stocks carried has been a reduc- 
tion in moral hazard. Losses of this type have 
become increasingly fewer since the values 
ordinarily carried to-day are too small to war- 
rant the risk attached. 

Companies operating in 1929 will do so un- 
der conditions of increased competition and 
possible even further reduction of premium in- 
come. Underwriters will be obliged to watch 
the incoming business carefully if an underwrit- 
ing profit is to be realized. No one can pre- 
dict what may happen in the stock market and 
no insurance company will be justified in writ- 
ing its business carelessly in hope of an in- 
vestment profit sufficient to offset the under- 
writing losses. 
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Frank D. Layton Elected President 
of Company 





SUCCEEDS LATE HARRY A. SMITH 





Been Ranking Vice-President for 
Many Years—S. T. Maxwell Made 
Senior Vice-President 


Has 


Frank D. Layton, senior vice-president of the 
National Fire Insurance Company, Hartford, 
has been elected president of the company to 
succeed the late Harry A. Smith, who died last 
week. 

Mr. Layton has been with the National Fire 
for the past twenty-five years. He joined the 
company in 1903 as an inspector, and has served 
successively as special agent of the company 
in New York and New England. He became 
assistant secretary in 1918, vice-president in 
1919, and a director in 1921. He is vice-presi- 
dent and a director of the National’s affiliated 
companies, the Mechanics and Traders, the 
Franklin National and the Transcontinental, 
and of the Colonial Securities Company, the 
holding corporation. 

He is also a director of the First National 
Bank and the Dime Savings Bank of Hartford, 
and of the South Norwalk Savings Bank, and 
is president of J. M. Layton & Co., Inc., South 
Norwalk, Conn.; chairman of executive com- 
mittee of the Factory Insurance Association, 
and chairman of the committee on public re- 
lations of the National Board of Fire Under- 
writers. 

Mr. Layton was born at South Norwalk in 
1879. In 1901 he became an inspector for the 
New England Insurance Exchange, and the next 
year for the Underwriters Association of the 
Middle Department. He has pledged himself 
to continue the policies of the late President 
Smith. Sidney T. Maxwell, secretary of the 
National, succeeds Mr. Layton as senior vice- 
president. 


Auto Underwriters’ Conference Meets 

An important meeting of the National Auto- 
niobile Underwriters’ Conference was held last 
Friday which was attended by prominent 
executives of a large number of the member 
companies of the Conference. A number of 
matters were taken up and referred to com- 
mittees and a new committee is to be appointed 
from the membership of the governing commit- 
tec to confer with the Eastern Automobile 
Underwriters’ Conference in order to facilitate 
the new commission rules and rates which will 
he decided upon. The executive committees of 
the National Conference met before the Con- 
ference meeting and the executive committees 
of the Eastern Automobile Underwriters’ Con- 
ference also met. 
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CENTRAL BUREAU’S 
SUCCESS 


Organization Proving of Increasing 
Usefulness 


BROKERS HAVE REALIZED ITS 
AUTHORITY 


Heavy Decrease Seen in So-called ‘Free 
Insurance” During Past Months 


It is probable that few if any of the insur- 

ance brokers offices in New York have not at 
one time or another received a copy of the 
following letter from the Central Bureau, 85 
John street, New York: 
«I have been specifically instructed by the 
New York State Insurance Department to call 
to your attention the following charges against 
your account in the records of the Central 
Bureau, for uncollected premiums . . and 
to request your advices as to the circumstances 
under which this policy was cancelled without 
collection of earned premium, and whether 
the line was replaced by you as of the same 
or of a later date, in the same as or in any 
other company. 

If no answer was made to this latter, exactly 
a month later the following letter was sure 


to appear: 

We have received no reply to our communica- 
tion of the 15th ultimo in reference to the 
above captioned item. 

This is no idle query and an early reply is 
not only expected but absolutely essential. 

f we do not hear from you in a short time 
you will receive a request from the Superin- 
tendent of Insurance to appear at his office. 

This is written at the direction of the New 
York State Insurance Department. 

Those two letters, in a fashion, epitomize 


the work that is being carried on in New York 
city by the Central Bureau and which has 
already accomplished much in reducing the 
losses and lessening the evils resulting from 
what is known as free insurance. 

At the present time the only forms of insur- 
ance not covered by the activities of the Cen- 
tral Bureau are life, inland marine, fidelity and 
surety and accident and health. 

The bureau was the direct result of the deter- 
mination of Superintendent of Insurance James 
A. Beha to eliminate the free insurance evil. 
In July, 1926, he appointed a committee to 
consider the question. This committee, whose 
chairman was H. E. Maxson, vice-president 
of the Continental Insurance Company, pre- 
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sented a report and recommended the organ- 
ization of the bureau which was done in No- 
vember, 1926, and Benjamin R. Mowry be- 
came manager. At first its operation was con- 
fined to fire companies, the casualty companies 
having a plan of their own under considera- 
tion. But about the first of the present year, 
no doubt influenced by the success already at- 
tained by the Central Bureau, the casualty com- 
panies came into it. 

The Central Bureau is not a collection agency 
but as a result of its activities the free insur- 
ance evil is becoming less and less a nuisance 
and an expense to the insurance companies. In 
the latest report made by Manager Mowry on 
unpaid earned premiums the fire companies’ 
premiums for June numbered 8067, value $36,- 
383, and the casualty companies’ premiums, 
5413, value $123,004. This, he pointed out, 
was a decrease of 536 entries from the number 
of May policies, but an increase of $13,319 in 
earned premiums. 

Only 28 items where brokers failed to 
acknowledge the Central Bureau’s first or sec- 
ond letter were reported for that month to the 
chief complaint department of the New York 
Insurance Department, an improvement over 
the preceding month. Brokers who did not 
bother to answer the letters soon found that 
the second letter, quoted above, was not an idle 


threat, but that shortly they would be sum- 
moned to appear and explain at the State De- 
partment. 

It has been found that one result of the 
work of the Central Bureau has been that 
brokers are exercising much greater care than 
formerly in ordering new business and re- 
newals. The insured have been taught to real- 
ize what an earned premium is and why they 
should pay for it so long as they had no pro- 
tection before the policy was cancelled. It 
has likewise been an excellent check on dis- 
honest brokers, if there are such, or those who 
have been careless or worse in the matter of 
allowing clients to benefit at the expense of the 
companies in this fashion. If a large number 
of earned premium items continue to appear 
on a broker’s record he is asked to come to 
the Central Bureau office and explain the rea- 
son. It need hardly be added that the honest 
broker is only too glad to give all the co-oper- 
ation he can to the plan. 

The report made to the Central Bureau must 
be sworn to and it must be 100 per cent, that 
is, no exceptions can be made to the ruling 
requiring the reporting of an unpaid earned 
premium on all policies or binders or other 
instruments of insurance reported to the office 
making the report which have been returned 
to that office for cancellation after the inception 
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dates even though in force but for a single day. 

When the Central Bureau was established an 
earned premium was defined as the amount of 
premium consideration due for a liability as- 
sumed in connection with any instrument, 
whether binder, policy contract or any form of 
instrument, regardless of how negotiated, from 
the date of inception of the same to the date 
of termination, and it held that there can be no 
justification for the waiver of the earned pre- 
mium regardless of whether liability attaches 
for a day or a year. 

One of the good results being accomplished 
by the bureau is that that type of insured who 
frequently was able to secure not a little free 
insurance, because of the check up of his rec- 
ord through the bureau files, finds it extremely 
difficult if not impossible to continue such a 
practice. 


State Agent Retires 

The Fire Association of Philadelphia and 
its affiliated. companies, the Reliance Insurance 
Company and Victory Insurance Company, 
announce the retirement at his own request, 
effective January 1, next, of George E. Cong- 
don, Jacksonville, N. Y., who for 32 years has 
faithfully served as State agent in New York. 

He is to be succeeded by Clinton J. Wilson 
as State agent for Central New York, with 
headquarters in the Gurney Building, 474 
South Salina street, Syracuse, N. Y. 

Mr. Wilson has had over ten years’ experi- 
ence in schedule rating and field work, and is 
resigning as special agent of the Liverpool and 
London and Globe Insurance Company in New 
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York State, to enter the employ of the Fire 
Association. His experience well equips him 
for his new duties. 


Henry A. Warden Appointed 

Appointment of Henry A. Warden as inland 
marine underwriter in its New York office, suc- 
ceeding Edward C. Carrier, was announced to- 
day by the tna Insurance Company of the 
“Etna Fire group. Mr. Carrier is being trans- 
ferred to the home office to resume his work 
in the field as marine special agent. 

Mr. Warden, who is a graduate of New 
York University, began his insurance career 
in the casualty field, first with the Globe In- 
demnity Company and later with the Hartford 
Accident and Indemnity Company. In 1916 he 


was attracted to marine insurance, whereupon 
he joined the staff of Chubb & Son in New 
York, with whom he remained until 1919. He 
then became associated with the New York 
office of the Automobile Insurance Company, 
where he served for nearly nine years. Just ° 
previous to joining the home office staff of the 
Etna Fire Insurance Company, he was with 
William H. McGee & Company, Inc. 
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represents the Fireman’s 
Fund, Home Fire & Marine 
or Occidental can sell with 
unbounded confidence—in 
the security of the contract 
he sells, of course — but, 
more important still, with 
confidence in the spirit in 
which his company will 


interpret its contract 


_ 


y agent who 
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Full Home Office Cooperation 


Makes for Agency Success 


HE ability of the home office of the United 
States Fidelity and Guaranty Company to 
understand and fully appreciate the efforts of 
its agents throughout the United States and 
Canada and its willingness to cooperate at all 
times has resulted in a remarkable yet natural 
growth in which the agent materially benefits. 


This cooperation, as much as any other single fac- 
tor, has enabled the United States Fidelity and Guar- 
anty Company to take its place as the largest casualty 
and surety company in America. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: BALTIMORE, MARYLAND 
ESSENTIALLY AN AGENCY COMPANY 








| 














tne 


FUR INSURANCE 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & CO., Inc. 


75 Maiden Lane Insurance Exchange 
New York City Chicago, IIl. 


General Agents—“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 
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NEW HAMPSHIRE 
FIRE INSURANCE CO. 
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MASSACHUSETTS CASES 
THREE TIMES POSTPONED 





Pending Actions Against Commis- 
sioner Up Again To-morrow 





PETITIONS FOR AUTO RATE RELIEF 
INCLUDED 





Constitutionality of Statute and Territorial 
Limits Also Involved 


Boston, Mass., December 24.—A third post- 
ponement of the cases pending against Acting 
Insurance Commissioner Arthur E. Linnell, on 
account of the rating and classification sched- 
ule promulgated by him for compulsory auto- 
mobile liability rates, was granted last week in 
the Supreme Court on motion of Assistant 
Attorney-General Roger Clapp, appearing for 
the Commonwealth. 

The date set for the hearing is December 28, 
and the motion states that the pleading shall 
be completed on or before that day. 

The petitions include that of Representative 
Spear, on behalf of certain cities and towns, 
and a similar petition of the mayors, and a 
petition of the Boston general agents. 

The points involved in the three petitions are 
the constitutionality of the statute; the exceed- 
ing of statutory powers of the commissioner ; 
the arbitrary fixing of territorial limits, or 
zones for classification, contrary to the intent 
of the legislature; and the promulgation of 
rates that are disproportionate, unreasonable, 
unjust and discriminatory. 


E. J. Clark Heads Baltimore Crime 
Commission 

BattimorE, Mp., December 24.—Ernest J. 
Clark, former president of the National Asso- 
ciation of Life Underwriters, has been chosen 
president of the Baltimore criminal justice 
commission. 

Mr. Clark, who is one of the best known 
insurance men in Baltimore, was chairman of 
the committee which investigated bail bonds 
and has been active in the work of the com- 
mission for the past few years. 


Lincoln Indemnity’s Incorporators 

The incorporators of the Lincoln Indemnity 
Company, New York, which is now in process 
of formation, are Mortimer Weinberg, Ben- 
jamin C. Ribman, Henry M. Susswein, Ery 
Kehaya, Warren L. Lee, Henry S. Acken, W. 
Bernard Vause, Jacques S. Cohen, Mexwell 
Morris, Henry Hesterberg, Sam Samuels, Wil- 
liam W. Cohen, Joseph Michaels and Frederick 
J.-H. Kracke. 


GENERAL SURETY INCREAS= 
ING CAPITAL 
Company Will Add 60,000 Shares at 
$25 Par 





FIGURE, COMBINED WITH SURPLUS, 
TO BE $12,500,000 





Completion of Move Will Put Organization 
in Third Place, Suretywise 


The General Surety Company, New York, 
has authorized an increase in its capital stock 
from 100,000 shares with a par value of $25 to 
160,000 shares of the same par value. When 
completed, this increase will give the company 
a capital and surplus of $12,500,000. The Gen- 
eral Surety is one of the companies organized 
recently to do a national business in surety 
lines. 

It is understood that the General Surety will 
take over two other companies, the present capi- 
tal increase being instigated with that purpose 
in view. The action of the board of directors 
in recommending the move is expected to be 
ratified by the stockholders at a special meeting 
called for December 29. 

The General Surety, when the present plan 
has been acrried out, will be the third largest 
company in the United States. It is a sub- 
sidiary of the National American Company of 
New York. 


JOHN L. MEE’S PLANS * 


Production Executive Will Have Important 
Post With Casualty and Surety 
Company 

John L. Mee, whose resignation as 
president and superintendent of agents in charge 
of production for the National Surety Com- 
pany was announced in THE Spectator of De- 
cember 20, 1928, will, early next week, announce 
his connection in an important executive post 
with a now-operating casualty and surety com- 
pany. Having been a local agent, special agent 
and agency superintendent himself, Mr. Mee is 
particularly well fitted to handle field production 
and agents’ business and in his new position 
will have an unlimited opportunity to exercise 
his ability as the company he is going with 
plans nationwide operation. It is now entered 
in several States and, under Mr. Mee’s di- 
rection, will develop business on a countrywide 


vice- 


scale. 

Mr. Mee’s new company is now backed by 
some of the most powerful business and finan- 
cial interests in the East and has ample re- 
sources to carry out its plans. The growing 
alliance between large financial interests and 
casualty and surety companies, which is more 
and more evident in the business, will be fur- 
ther exemplified in Mr. Mee’s new connection. 
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PROPOSE SUBSTITUTE LAW 
IN MARYLAND 


Auto Insurance Measure Suggested in 
Place of Compulsory Statute 








STONE PLAN IS BASIS 





Provisions to Be Introduced Were Drawn 
by State Vehicle Club 

BatTIMorE, Mp., December 24.—A substitute 
for the proposed compulsory insurance law for 
motorists has been drawn by the Automobile 
Club of Maryland and will be introduced in the 
coming general assembly. A compulsory auto- 
mobile insurance bill was defeated by the last 
legislature. 

The proposed measure, according to H. M. 
Lucius, secretary, would pledge each motorist 
to liability not exceeding $500 for property dam- 
age or $2000 for personal injury or death. The 
penalty for failure to meet the pledged liability 
within ninety days would be permanent revoca- 
tion of the motorist’s operating license. 

The reason for advancing the proposal, Mr. 
Lucius said, is to prevent the introduction of 
another compulsory insurance measure, which 
has been called a failure after two years’ trial 
in Massachusetts. 

Mr. Lucius declared that he believed the plan 
would accomplish the “very things in which 
compulsory insurance has failed.” 

To operate the plan, the legislature would 
have to force each operator to file with the 
commissioner of motor vehicles a new appli- 
cation for license with the following clause in- 
serted : 

I hereby agree to hold myself financially re- 
sponsible up to the sum of $2500, so long as a 
permit to operate an automobile is granted me, 
for the specific purpose of paying any damages 
that may be awarded in the event I am wholly 
responsible for an accident resulting in damage 
to property not exceeding $500 and personal in- 
jury or death not exceeding $2000. 

An amendment to the 
would give the commissioner power to revoke 
the driver’s license permanently in the event 
the operator fails to pay’ the damages. The 
clerks of the courts, upon entering final judgz- 
ment, would notify the commissioner of the ac- 
tion and then, if the damages are paid within 
ninety days, the operator would be reinstated. 

“I believe that this plan would have the ef- 
fect, first, of cutting down accidents and of 
encouraging safe and sane driving,” Mr. Lucius 
said. “It also would insure the payment of 
damages in nearly all cases. That is the order 
of the two aims in the matter of importance, 
and yet compulsory insurance aimed first, last 
and always at settlement of damages, leaving 
the other—and most important—contingency 
wide open. Any plan of this kind that does 
not aim first and foremost at reduction of ac- 
cidents is a failure at its outset.” 


motor vehicle laws 
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AIRCRAFT DAMAGE A 
HAZARDOUS LINE 





Major G. L. Lloyd Calls Pilot Most 
Important Factor 





RATE VARIES FROM 9 TO 20 PER 
CENT 





Constructive Total Loss Basis Outlined by 
Vice-President of Aero Companies 


The address on aviation insurance, delivered 
before the International Civil Aeronautical 
Conference in Washington by Major G. L. 
Lloyd, vice-president of the Aero Indemnity 
and Aero Insurance companies, was noted in 
Tue Specrator recently and it was indicated 
that subsequent issues would contain further 
references to that speech. Dealing with fire 
and accidental damage insurance, Major Lloyd 
said: 

The form of cover usually needed in respect 
to this risk is against the risk of fire and light- 
ning under all circumstances including the risk 
of transportation when the aircraft is dissas- 
sembled and being transported. The contents 
fire rate of the hangar in which the machine 
is usually kept has to be taken into account, 
and in this respect the aviation underwriter re- 
ceives valuable assistance from the fire rating 
boards throughout the country who, after in- 
spection and an appraisal of the physical haz- 
ards of a hangar, promulgate a rate which 
serves as a valuable guide in estimating the 
premium for the risk. The next feature to be 
considered is the risk at other hangars at which 
the aircraft may be kept while in operation 
e.g. Machines used on a regular service will 
be hangared in two or more hangars which 
may or may not benefit the risk depending on 
the construction, physical hazards, etc., at each. 
Then again the risk of fire when filling the 
aircraft with gasoline, and during the starting 
and running of engines before flying com- 
mences, has to be included. In the air, fires are 
known to occur (due more often than not to 
defective insulation) and frequently on the oc- 
currence of a serious accident the gasoline tanks 
are burst and the highly combustible gas then 
released, ignited by hot exhaust pipes, sets fire 
to the undamaged parts of the aircraft or its 
cargo. These are the various outstanding fea- 
tures presented by the fire risk and it is for the 
underwriter to take all into account and then 
with his knowledge of the particular machine, 
its construction (which has a very definite bear- 
ing on the flying portion of the fire risk) the 
hangars, the operational management, and the 
housekeeping, to fix an equitable rate which 
may vary from 2% per cent to as high as 7% 
per cent. 

Accidental damage as must be obvious to 
everybody with even the slightest knowledge of 
aeronautics, is the most hazardous of any, and 
accordingly carries the highest rate and needs 
the most careful underwriting. The factors 
which have to be considered by the underwriter 
and which have a bearing, not only on the rate, 
but on the acceptability or otherwise of the risk 
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are many. The most important single factor 
is the pilot and in this respect one has to con- 
sider generally, not only his experience as a 
pilot but whether this experience fits him for 
the particular flights offered for insurance. A 
pilot for example may have had a long experi- 
ence in the Southern States on landplanes and 
seaplanes but the risk offered may necessitate 
his flying in Northern Ontario and until experi- 
ence in that locality is gained he could hardly 
be considered a good risk for this form of 
cover. Then there is the machine itself whether 
it is satisfactorily constructed, whether spare 
parts are available, whether its engine is suth- 
ciently reliable and whether it is suitable for 
the type of work it is to do. The nature of fly- 
ing then has to be considered as this of course 
reaches far into the matter of rates as also does 
the terrain over which the machine will fly, 
the meteorological conditions and the geo- 
graphical limits within which it will be used. 
All this has to be weighed by the underwriter 
and a rate arrived at which will give to each 
factor its relative importance. The rates vary 
from 9 per cent up to 20 per cent and the in- 
sured is required to carry a first part of each 
loss depending on the value of the aircraft in- 
sured. This form of cover is also quoted for 
on a constructive total loss basis i.e., the com- 
pany only to pay if damage sustained by the 
aircraft exceeds 75 per cent or 85 per cent of 
its value. This kind of cover is usually pre- 
ferred by those who have good facilities for 
making their own repairs as they benefit con- 
siderably in the rate of premium. 
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STANDARDIZED SALES TALK 
IS VALUABLE 


Accident and Health Lines Profited 
by James L. Rainey’s Concept 








NUCLEUS FURNISHED FOR SUCCESS- 
FUL CANVASS 





Field Men Can Adapt Skeletonized Idea 
to Their Own Methods 

The personalized sales talk has come more 
and more to the fore in accident and health in- 
surance production. Active solicitation has 
proved its success largely because the argument 
has a direct appeal to the individual and, of 
itself, goes a long way toward breaking down 
barriers oi sales resistance. It brings agent 
and prospect instantly to a level of common 
understanding and permits the former to make 
his approach from a direction toward which 
the prospect is already looking and toward 
which his perception is already inclined. 

Such a sales talk was originally created by 
James L. Rainey, agency supervisor of the Mis- 
souri State Life Insurance Company, St. Louis, 
and was successfully introduced by him. Mr. 
Rainey deserves the thanks of the accident and 
health insurance writing companies, as well 
as those life insurance companies writing dis- 
ability and double indemnity provisions, for 
the development of his idea and the volume of 
additional sales which his plan has made 
possible. 

This personalized sales talk, used _intelli- 
gently and spontaneously adapted to the needs 
of the moment, is a most effective canvassing 
idea and is probably the best sales talk of this 
kind ever applied to the accident and health in- 
surance business. It appears in the chapter 
entitled “The Sale” which forms part of the 
new book, called “Manual of Accident and 
Health Insurance,” which was recently pub- 


lished by The Spectator Company and of 
which Armand Sommer is the author. This 
chapter on “The Sale” discusses the reaction 
of the prospect to the approach, the need, the 
policy demonstration and the meeting and an- 
swering of objections. In addition, the use of 
advertising, circulars, letters, blotters and di- 
rect-mail publicity is fully outlined and ex- 
plained with examples of methods which have 
proved successful. 

As presented in the “Manual of Accident 
and Health Insurance,” the standardized sales 
talk forms the nucleus around which any 
agent, general agent or broker can develop a 
procedure to meet prospects and outline the 
needed coverage wiht every assurance that the 
sale will be completed. Furthermore, in the 
chapter divisions which follow the sales talk 
the use ot direct-by-mail matter by the field 
man is thoroughly gone into and suggested types 
of letters and other mail messages are set down. 
Of particular value is the section devoted to 
the question and answer method of meeting 
and replying to objections. Practically every 
important objection a prospect may raise is 
defined and rebutted so that the basic factors 
are clear in the reader’s mind and he can, in 
turn, apply them successfully in his production 
activity. 


STANLEY MAYNARD JOINS STANDARD 
SURETY 

Will Be Superintendent of Agents on 
February 1 

As this edition of THE SprecTATOR goes to 
press, we learn that Stanley Maynard will join 
the Standard Surety & Casualty Company, New 
York, as superintendent of agents, effective on 
February 1. 

Mr. Maynard is well known as a production 
official, having until very recently been West- 
ern manager for the New York Indemnity Com- 
pany with headquarters at Chicago. 
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JOINS MAYFLOWER FIDELITY AND 
CASUALTY 
F. E. B. Scott Made Vice-President and 
General Manager 

Frederick E. B. Scott, well known casualty 
underwriter in New York city and Philadelphia, 
and resident vice-president of the Hudson Cas- 
ualty Insurance Company, covering the terri- 
tcries of southern New Jersey, Pennsylvania, 
Delaware and Maryland, has been elected vice- 
president and general manager of the May- 
flower Fidelity & Casualty Insurance Company 
of Newark, N. J. 

The Mayflower companies are planning to 
enter Pennsylvania and surrounding states in 
the very near future. At the present time the 
Mayflower companies are confining their field 
of activities to the State of New Jersey. 

Mr. Scott began his career with the Ocean 
Accident and Guarantee Corporation and the 
Globe Indemnity Company, leaving the latter 
organization to be identified with the Zurich 
General Accident and Liability Insurance Com- 
pany. The Norwich Union Indemnity Com- 
pany then secured Mr. Scott’s services as 
home office underwriter, during the latter part 
of which time he was assigned to the task of 
opening the Philadelphia branch office. The 
Hudson Casualty Insurance Company, in July 
of this year, elected Mr. Scott as resident vice- 
president. He will take up his duties as vice- 
president of the Mayflower Fidelity & Casualty 
Insurance Company on January 1, 1929. 


Raps Ethics of Insurance Medicos 
(Concluded from page 3) 


be interesting to examine the records of some 
of the principal specialists who possess large 
incomes and to see what percentages are spent 
for such solicitation. The insurance compahies 
might find that as much as one-quarter or one- 
third of the fee for treatment goes for the 
expenses which physicians incur for shares of 
the money annually expended for medical care 
under the Workmen’s Compensation Law. 
Physicians not engaged exclusively in the 
practice of compensation cases are driven from 
the handling of this business by the desire of 
the insurance companies to engage the cheapest 
possible medical aid with the result that many 
of injured are denied the help that competent 
medical assistance could give them, declares the 
report. Fees put in by private physicians are 
contested by insurance companies in almost 
every case regardless of their reasonableness, 
said Dr. Rogers’ report. The majority of com- 
pensation practice is compelled to flow through 
the compensation clinics of insurance companies. 
The difficulty of collecting compensation fees 
drives most of the doctors engaged in private 
practice out of compensation work, declares the 
report, which points out that more than $8,000,- 
000 is expended in the care of injured work- 


men. 


E. P. Hough in New York 
E. P. Hough, branch manager of the National 
Surety and New York Indemnity companies at 
Montgomery, Ala., was in New York city last 
week visiting the home offices of the companies 
he represents. Mr. Hough, by the way, pro- 
nounces his name “Huff.” 
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From a life of squirrel-cage monotony 
Edwin J. escaped to the independence 
of an insurance salesman 


A HOLIDAY afternoon in the park changed the entire 
course of Edwin J.’s life. 

He had begun as a drug clerk on a small salary and had 
been advanced gradually to city drug salesman and, then, to 
salesman for an importing firm. But, at that, his salary 
gave him no more than a fair living. He knew he was 
getting nowhere; that on all sides were limitations and re- 
strictions which he could not overcome. 

As he walked through the park, he thought—as he had 
thought a thousand times—of these things. Suddenly he 
found himself before a squirrel cage, watching a gray squirrel 
follow his graceful tail around and around. 

“He’s getting just about as far as I am,” said Edwin J., 
half aloud. ‘“‘My future holds just about as much hope as 
his.” And Edwin J. seated himself ona bench and looked 
his past and his present and his future squarely in the face. 

He felt that an entire change was necessary, and as he 
considered various fields of work he remembered a talk he 
had once heard on life insurance. He remembered that 


the speaker had said that it is in the power of a life in- 
surance salesman to make his income whatever he wants 
it to be. 

Investigation confirmed his belief that he would find un- 
limited opportunities in the insurance field, together with 
the freedom and independence that put a man on his metal. 
Within a month he had given up his old position and had 
signed a contract with the Inter-Southern. Within three 
months his income was four times the salary he had received 
in the drug business. Today he is earning ten times the 
salary he was receiving that day he sat in the park. 

Edwin J. says that his success is due, first of all, to the 
fact that he is associated with a company that not only 
allows him a share in every success, but that gives him un- 
stinted cooperation in every undertaking. Each day his 
outlook widens and his future seems more interesting. Each 
day he is increasingly grateful for the holiday iaoce 
when he determined to escape from his squirrel cage to a 
larger, freer life. 
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The Industrial Man’s Responsibility 


industrial insurance man has a _ very 

great responsibility. He is responsible, 

first to himself, his family, his company and 
his policyholders and the manner in which he 
meets this responsibility will determine his 
ability and success as an agent. No man who 
carries a debit should ever find himself shirk- 
ing any responsibility. Meet every issue 
squarely. Do the right thing. Be a forward 
looking man; never hide your face from the 
world. Meet the responsibility which is yours. 
Do nothing by piecemeal, but let everything 
you do indicate that a Master has been on the 
job. Do not merely endeavor to “get by,” but 
resolve that you will do just a little better 
what you have to do. Lots of people are capable 
of being debit men, but do not be merely a 
debit man; be a friend to your policyholders. 
Show them by everything you do that you are 
interested in their behalf. Place yourself in 
their places and see how well you meet the 
issues of life. Do not fall down on the job. 
All around you are men who are succeeding. 
You find men who always make increase and 
who have unusually good collections and yet 
‘they do not seem to be any more brilliant than 
any one else. Have you ever ascertained why 
they are succeeding and you are not? There 
is an answer and that answer will show that 
they have learned just how to meet their re- 
sponsibility and others have not learned that 
lesson. And after all, success in the world in 
whatever business a man happens to be engaged 
in is largely a matter of meeting properly a 
‘ person’s responsibility. Ask yourself the fol- 
lowing questions and they will enable you to 
find out your weak spots: What time did I 
start to work yesterday? If you do not start 
on time, you are committing business suicide. 
Did I work a carefully planned list of pros- 
pects? If you did not, you have done yourself 
an injury. Be true to yourself in this thing. 
How many prospects did I call on? Do not 
seek an alibi, such as rainy weather or not 
feeling well, but get a definite answer to this 
question. No man can sell any thing unless he 
sees buyers, and he can not see buyers of in- 
dustrial insurance unless he rings door bells. 
How much time did I actually consume in sell- 
ing industrial insurance? Did I “kid” myself 
into believing that I was accomplishing things 
when I was not? Did I get out and just 
“walk” around without knocking on the front 
doors, so that I could tell my superintendent I 
had been at work? Did you work for business 


4 ee can be no question but what an 


By Wi tiaAm C. Morton 


or did you work to get out of work? Did I 
spend any time on cold canvass? No canvass 
should be “cold” and it will not be if the agent 
is really interested in his work. But we mean 
by cold canvass, the going from house to house. 
The live agent will soon discover himself 
“warming up” when he goes on a little mis- 
sionary tour for his company and that is what 
a cold canvass is. If it enables you to do 
nothing else, it will furnish you a lot of pros- 
pects so you can go back that night and get 
the business. Did I locate any new prospects? 
What will I do with them after I have located 
them? Will I “pigeon hole’ them and forget 
all about them or will I stay with them until 
they are sold? Unless this is done any kind 
of a prospect is worse than useless. If you 
get a prospect do not leave him until you have 
eventually gotten his name on the dotted line. 
“Bring home the bacon,” and you can do this. 
It will be the best proof of the fact that you 
are meeting your responsibility. .How many 
applications did I write? The success of your 
solicitation will tell better in the number of 
canvasses you turn into applications than any 
other one thing. Get them sold. Did they pay 
anything with the application or did I agree 
to let them pay me when the policy is deliv- 
ered? In either case, I must assure myself 
that they are sufficiently sold to do what we 
have agreed to do when the transaction is 
finally consummated. It is not a compliment 
to any agent to secure an application that is in 
any sense conditional as regards the payment. 
And after the application has been secured, 
dwell tactfully upon this thought: Since it has 
been purchased, and has to be paid for, why 
not do so now and put the policy in force? 
Ask for the money! Do not be afraid to do 
so. There is nothing to be afraid of. If the 
prospect were selling you a suit of clothes, he 
would not hesitate to tell you the cost. Then 
why should you not do the same. Collect at 
least three or four weekly premiums with the 
application and you can protect him from the 
beginning. Do this. You ought to do so! 
Can I improve on the record I made today? 
Wherein did I fall down on yesterday’s work? 
Was it my fault and how may I be able to 
overcome it? Will I beat to-day’s record when 
I go out to-morrow? The answers to these 
questions followed up by the right kind of 
work will first convince the agent that his re- 
sponsibility is very great and it will then show 
him that he can meet it as a man. 

It seems to me that at this time of the year 
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the responsibility of the industrial man is 
greater than at any other time of the year. 
With the year closing and a new one being 
ushered in, the agent’s responsibility is greater 
than at any other time of the year. He must 
be sure to close the year with his allotment in 
all departments. He should endeavor to make 
his collections show a good advance pay in 
order to take care of the holiday season. Get 
your policyholders to pay a few weeks in ad- 
vance now and they will find it much easier 
to carry their insurance after the holiday sea- 
son has become a part of history. Also, the 
responsibility is made greater because at this 
season of the year many hundred of thousands 
of dollars are being released from the savings 
accounts of all the banks. This money is go- 
ing to be spent by some one and every agent 
who is really worth while and who is wide 
awake is entitled to his share of this great 
amount of money. If you do not get your part 
of this, you have certainly fallen down on the 
job. Resolve right now that you will get your 
share of all the money in circulation. It is 
here for you and if you do not get it, you are 
alone to blame. 

Work your territory well. Do not scatter 
your efforts. Centralize your efforts. Stay in 
your own territory. If you cannot write busi- 
ness where you are, you will find it very hard 
to write it anywhere else. Remember an ap- 
plication is awaiting you nowhere, but one can 
be worked up and secured anywhere if you go 
after it in the right way. Make up your mind 
that every house in your territory has some 
one or more there who should have a policy 
on your debit. It is waiting for you or some 
one else to go out and get it. In order to get 
these applications you must go to these homes 
and sell them the idea. Drive your message 
home to them. Do not try to get any satis- 
faction out of the idea of skipping people who 
live in your territory because the very people 
you overlook might be the ones who will buy. 
Do not have any fear complex. Why should 
you be afraid of any person in the world? 

To work your territory well, you will he 
compelled to work it closely. Do not overlook 
any person. Go to all of them. Show them 
what you have to offer and convince them that 
you have something just a little better than any 
one else and you can do this without knocking 
any one else. Magnify the merits of your 
own proposition instead of trying to show the 
demerits of some other. 

In working your territory let every sales 
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argument you offer be given in such a way as 
will inspire confidence. Go at it as though 
it was the only one you had to make that day. 
Put your whole soul into it. Mean what you 
say. Be positive. Do not be the least bit hap- 
hazard in your work. Let the prospect and 
the policyholder see in you a man who is master. 
Make your prospect feel that you have come 
for a definite purpose. Never say to any per- 
son on any mission that “I just dropped in.” 
That is disgusting to thinking people. Let him 
know you have called for a purpose. And if 
you proceed as you should, he will help you 
to accomplish that purpose. Seven or eight 
well planned calls a day, thoroughly done, are 
worth more than forty without any purpose. 
Demonstrate facts to your prospect that he 
can not overcome. This will enable you to 
meet your responsibility. 


DELIVER THE Goods 

Never allow yourself to feel that your super- 
intendent or manager has it “in” for you. If 
you are not “delivering the goods” you doubt- 
less have it in for yourself. And just remem- 
ber that he is human and has feelings the same 
as you. If you do not carry out his instruc- 
tions, he may think you have it in for him. Put 
yourself in his place. Regard him highly. Be 
congenial. Be a man of action rather than of 
many words. And whatever you do, you must 
admit that he is interested in your success be- 
cause he only succeeds in proportion to what 
No man with a grain of sense would 
with his own success. Co-operate 


you do. 
interfere 
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with him in every effort he asks of you to do 
clean; honorable, honest business. 


In order to really be successful the agent 
must not only feel that he is giving value re- 
ceived but he must know he is. The success- 
ful salesman is confident, not merely bold; 
frank in what he says, not familiar; shrewd, 
not a trickster; diplomatic, not crafty; he 
possesses an easy manner but he is not cheeky. 
His enthusiasm is just enough tempered to hold 
out and leave room for emphasis on important 
points; he does not “slop over.” He is moder- 
ate in all things. He does not at any time be- 
tray an avaricious desire to secure business 
just for his commission but frankly admits 
his desire to make a fair exchange of values 
on a purely business basis. 


And it should be borne in mind that the 
agent should never give all he knows in the 
first part of his canvass. Do not exhaust your 
knowledge right in the beginning. If you do 
this, you will never succeed because people will 
soon learn that you really know but very little 
more about it than they do and your chances 
of succeeding are very slender. The greater 
your reserve power, after the canvass proper 
has been made, the larger will be your per- 
centage of sales per canvass. If the prospect 
has been awakened by the regular canvass to 
such an extent that he is halting between two 
opinions, his decision to purchase will depend 
upon the ability of the agent to keep up the 
interest by adding to the arguments already 
I am convinced that there are many 
have 


produced. 
sales lost because the agent did not 
enough reserve power to back up his argu- 
ments. Know everything that is to be known 
and do not merely entertain; instruct as well 
and draw as many of your illustrations as 
possible from cases with which he is especially 
familiar. It will require practice and study 
of human nature to be able to turn the subject 
to one’s pleasure without seeming disconnected 
or discourteous. But doing so is real sales- 
manship. By relating an incident of your own 
experience, or some anecdote, you will fre- 
quently be able to dash off an argument with 
a very favorable effect. And ability in this 
line can be acquired; it is the result of knowl- 
edge, experience and enthusiasm. In this effort, 
you should not aim at witticisms to any very 






great extent. Very few agents are able to suc- 
ceed by making buffoons of themselves. But 
a certain amount of good humor of the right 
kind may be shown without sacrificing your 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 








FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 
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Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 
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dignity or diverting the attention of your pros- 
pective policyholder from the main subject. 
Some one on the subject of responsibility and 
success has made this very truthful statement: 
“He has achieved success who has lived well, 
laughed often and loved much; who has gained 
the trust of pure women and the love of little 
children. Who has filled his life and accom- 
plished his task; who has left the world better 
than he found it, «vhether by an improved 
poppy, a beautiful poem or a rescued soul. Who 
has looked for the best in others and given 
the best he had; whose life was an inspira- 
tion; whose memory is a benediction. This 
constitutes success.” The debit man who real- 
izes his responsibility and who meets it in a 
creditable way can have all of these things 
said about him and certainly no man should 


wish a bigger or a better compliment paid him. . 


Do your work well and you can have no re- 
grets. Do what the world has a right to ex- 
pect of you. Be every inch a man, 


Collections 

Policyholders often arrange their affairs so 
that they can go shopping or visiting after the 
agent has called to collect their insurance pre- 
miums and you owe it to them to be on time. 
The policyholders’ interests come first and they 
are entitled to every courtesy and service. Fail- 
ure to collect on time often results in the money 
intended for payment of life insurance premiums 
being spent for something else. This sometimes 
results in arrears and is the first step to the 
lapse sheet. It is more difficult to collect the 
extra amount at the next call, and even those 
who are regularly paid in advance become care- 
less and lose interest in their insurance if they 
are permitted to skip a week now and then. 

Impress upon all of your policyholders the 
necessity of regular payments, and see to it that 
they have no excuse for falling behind owing 
to any neglect on your part. 

Advocate advance payments. The farther a 
policy is paid in advance, the farther it is from 
the lapse sheet. If illness, loss of employment 
or unlooked for expense come to the family 
whose premiums are paid a month in advance, 
they have a margin of several weeks in which 
to adjust their affairs before their business be- 
comes lapsable. Advance payments insure their 
life insurance. 

Arrears, on the other hand, mean danger. 
They signify a lack of interest in their life in- 
surance on the part of the policyholder. People 
will readily drop that which they are not in- 
terested in, and if unforeseen financial trouble 
comes to the family whose premiums are in 
arrears, they are dangerously near the end of 
the grace period and may lose their life insur- 
ance at the time when they are most in need of 
it. 

Bear this in mind. Arrears are more often 
due to indifference or neglect than to lack of 
funds. Folks will usually find a way to pay 
for the things they value, and it’s up to you 
to see that they value their life insurance suffi- 
ciently to keep it paid in advance. 

There are many ways of maintaining the pol- 
icyholders’ interest in their life insurance. Show 


them the value of it. Leave the company’s 
pamphlets with them; point out the lessons 
which these pamphlets contain. See that your 
policyholders are supplied regularly with The 
Western and Southern Quarterly showing the 
death claims paid by the company in your city. 
Keep on showing your policyholders that it pays 
to keep paid up. Western and Southern Field 
News. 


The Human Side of the Collection Book 

The collection book to some agents is merely 
a collection of names and addresses. The names 
represent people who should pay—the addresses, 
the places they will pay from. 

To others the collection book represents a 
collection of figures, weeks that have been or 
should have been collected. 

But there is something much more than this 
to the collection book. 

Each name represents a human being—a man 
woman or child to see, to talk to, people with 
ambitions, hopes, aspirations, people with human 
sympathy and understanding—people who will 
work with you, or against you, all depending 
upon the way you impress them, the way you 
deal with them, upon your attitude toward 
them. 

That collection book of yours may represent 
as many as 1500 different people—imagine a 
man in any line having as many customers as 
that! 

For that reason, the collection book repre- 
sents the backgrqund of an agent’s success or 
failure in this business. A man with 1500 satis- 
fied customers should never lack new business 
and plenty of it. His customers will develop 
it for him if he handles them right. 

On the other hand, the bigger a man’s 
acquaintance and sphere of influence, the worse 
it is, if he himself, is not right. 

So study between the lines of your collection 
book—get to the human side of the human be- 
ings who fill it—serve them intelligently and 
faithfully in their life insurance needs and you 
will always prosper.—Colonial News. 


Why Men Buy Life Insurance 

Under the title “Why Men Buy Life Insur- 
ance,” Leo S.' Chandler, president of the Cali- 
fornia Trust Company, Los Angeles, has writ- 
ten a booklet which will be found of interest 
to men who have bought or who buy life in- 
surance, as well as to life insurance men of all 
classes. Mr. Chandler says that the average 
man is much under-insured, but also points out 
that for every man who leaves $10,000 in prop- 
erty, there are twenty-nine who leave $10,000 
in insurance. The author’s contact with life 
insurance has been with what insurance may 
be made to do for its beneficiaries. He has ob- 
served life insurance in action after the man 
who bought it has passed on, when it was too 
late to rectify errors. It was his task to try 
to make this insurance accomplish the purposes 
for which it was intended, but too often he 
found that it was impossible to carry out the 
insured’s plans. 

He recites a number of reasons why men buy 
life insurance, the most important one being for 
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the protection of their families. He finds that 
the average man makes certain errors in buy- 
ing his life insurance, and describes the effects 
of some of these errors. One chapter tells what 
he would do if he were starting in again to. 
build up an insurance program, and another. 
shows that he would start where he could and 
continue to build. Still another chapter is 
devoted to insurance for the business man, 
while others deal with insuring credit, insur- 
ance for the property owner, insurance for the 
investor and insurance for large estates. 


Large Block of National Life and Accident 
Sold 
The American National Company, Nashville, 
Tenn., has bought 6250 shares of the National 
Life and Accident Insurance Company of that 
city, which is one-fourth of the outstanding 
stock of that company, for which, it is said, 
more than $5,000,000 was paid. The National 
Life & Accident has a capital stock of $2,500,000 
and a surplus of $1,369,860, according to its 
last published statement. 


New Publicity Director 

The Illinois Life announces the appointment 
of D. J. Wellenkamp as director of public rela- 
tions. Mr. Wellenkamp will handle the com- 
pany’s publicity and advertising. He was 
formerly on the editorial staff of the magazine 
of an international service club. He has had 
special preparation for this work. 








A TOWER OF STRENGTH 


INSURANCE IN FORCE 
$1,500,000,000 


PaO. 8 iis 208 $400,000,000 


Surplus and Contingency 
Funds ..........$57,000,000 


Total Liabilities .$343,000,000 
(Including Paid-up Capital) 





Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 





FIVE AND ONE HALF PER CENT 


| Total investments in United 
States securities exceed 
$168,000,000 


Dividends to Policyholders increased / 
for eighth successive year. 
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INSURANCE COMPANY ONE LIBERTY STREET, NEW YORK CITY 
were he ed WESTERN DEPARTMENT 
Hervison B. Senith, President 310 South Michigan Avenue, Chicago, IL 
presents opportunity for liberal contracts covering definite ; C. R. STREET, Vice-President 
territory with Home Office registry and with power of ap- PACIFIC DEPARTMENT 


pointment of sub-agents. 


The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 


233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 


gan, Oklahoma and Washington. MARINE DEPARTMENT 
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Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 
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THE PURITAN LIFE KEYSTONE INDEMNITY EXCHANGE 


of PROVIDENCE, R. I. 
Operates in just two states, Rhode Island and Coun- PARTICIPATING AUTOMOBILE INSURANCE 


necticut. Non-Participating insurance. Extra inter- DELPHIA, PA. 
est dividend granted under settlement options. No ROTTS Sa es « Rea ‘ 

double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s LOCAL AGENTS WANTED 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 
salary basis direct with company. 
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FIRE INSURANCE COMPANY MERGERS 
Formation of Giant Groups Makes Large Scale Writing Possible 


But Danger of Antagonizing Public Opinion 


Because of its somewhat esoteric nature the 
problems and conduct of the insurance business 
are all too frequently extremely technical and 
peculiar to the business itself. Insurance has 
no exact parallel in the modern commercial 
world and as a result the general public is with- 
out a proper conception of what it does and 
what it needs in the way of income and priv- 
ilege in order that its function may be properly 
performed. 

The general trends, however, which encom- 
pass all the other fields of commercial activity 
make their definite impress on insurance as well 
and at the present time it is to be noted that a 
number of the puzzling questions extant and the 
big movements stirring in the insurance field 
today are universal in scope and closely related 
to the leading issues in other types of business. 

Chief of these developments which find a 
common denominator in all the leading indus- 
tries and institutions is the tendency towards 
consolidations and mergers. Examples are 
really too numerous to mention but running 
through the list of great enterprises one can 
recall off-hand the Electric Bond & Share giant 
in the public utility field, the Radio Corporation 
of America and Keith-Albee combination in the 
entertainment and theatrical world, the series 
of mergers accomplished by the Curtis Aero- 
plane Corporation in the aviation industry, 
General Motors in the automobile business, The 
Postum Company in food products and the 
Giannini interests in the banking world to say 
nothing of the growing chain store idea in al- 
most every conceivable branch of merchandis- 
ing. 

The fire insurance business can point to a 
similar tendency within its ranks. One thinks 
immediately of the purchase of the National 
Liberty by the Home Insurance Company and 
the absorption of smaller carriers by such or- 
ganizations as the Firemen’s Insurance Com- 
pany of Newark and the Great American of 
New York as outstanding examples of this 
influence in the fire insurance business. Judg- 





ing from the many rumors current of approach- 
ing purchases and amalgamations it seems safe 
to predict that the year 1929 will witness many 
more transactions of this nature. 


That great advantages accrue from the con- 
centration of capital and operating facilities 
which result from such mergers is undeniable. 
The important fire insurance business today is 
in the large lines and in order to retain a sub- 
stantial portion of the insurance on any one of 
the large individual risks a company has to 
show a formidable financial set-up. The larger 
carriers, operating as fleets, are able to absorb 
such lines while yet maintaining the diversifica- 
tions necessary to safety. The great agency 
forces of such institutions build up impressive 
premium volumes and increase the funds avail- 
able for investment. Through the formation 
of holding companies and the concentration oi 
investment operations in the hands of a few ex- 
perts of unquestioned financial genius, this side 
of the insurance business has profited immeas- 
urably. An examination of the earnings of the 
giant insurance companies makes out a strong 
case for the amalgamation theory. 


This array of evidence attesting to the vir- 
tues of consolidation should not blind us to the 
likewise undisputable fact that the system has 
many serious drawbacks attendant upon it. 
These objections are not immediately translat- 
able into dollars and cents but their ultimate ef- 
fects may be far-reaching. Chiefly, the thing to 
be said against the swallowing up of the smaller 
companies by the large fire underwriting or- 
ganizations is that it invites the attention of 
that familiar ogre—inimical legislation. Years 
ago, when the tendency towards consolidation 
in the fire insurance business was just begin- 
ning to be referred to as an “outstanding prob- 
lem,” a leading State insurance official, who 
was acquainted only too well with the weak- 
nesses of provincial legislators, gave it as his 
opinion that nothing so much as the concentra- 
tion of the business in the hands of a few 
would so surely foster a public opinion hostile 
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is Present 


to the interests, good and bad, of the compa- 
nies. And it must be remembered that the 
greatest of corporations when engaged in a 
struggle with the aroused body politic, is as in- 
effective and helpless as the great Gulliver was 
in the hands of the pygmies. 

Whether the giant insurance corporations run 
afoul of the State or not, and it is not likely 
that they will encounter serious enmity since 
big business and government now bow gracious- 
ly to each other, it is seemly to attend to the 
plight of the smaller concerns for it is their 
inalienable right to grow and prosper if their 
ability and energy merit it. Herein lies the 
true opportunity for legislation of the far-seeing 
sort. A number of the smaller and younger 
companies find competition with the big carriers 
difficult because they are not in a strong 
enough position at the start to engage in such 
a hazardous and expensive business as fire in- 
surance. Legislation proposing to increase the 
requirements for newly organized fire insur- 
ance companies in respect to capital and sur- 
plus would place them on a truly competitive 
basis with the companies already in existence. 
They would be in a position to accept the larger 
class of risks at the start and would accordingly 
be a desirable addition to any agency. Such 
legislation would be a kind of paternalism 
which the insurance interests might be thankful 
for. 

One aspect of the combination trend which 
has scarcely been touched upon is the effect 
which this new order, if it supersedes the old, 
will have upon the individual workers in the 
business, particularly the agent. It may be a 
purely academic speculation but it seems quite 
possible that the status of the agent, and 
the system that supports him, will have to 
undergo a radical change. It is not so likely 
that the material compensation of fieldmen will 
suffer any reduction as the increased profits of 
the corporation are bound to be reflected in 
the income of the individuals who make that 


(Concluded on page 33) 
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BANKERS FIRE AND MARINE INSUR- 
ANCE COMPANY 
Birmingham, Ala. 

Former Superintendent Julian Made Presi- 

dent 


It is expected that the Bankers Fire and Ma- 
rine Insurance Company now being organized 
in Birmingham, Ala., will eventually become an 
important factor in the Southern insurance field. 
In securing Frank N. Julian to head the new 
company the organizers have selected a man 
who is in a position to build up a very effective 
organization. Formerly the superintendent of 
insurance of Alabama, Mr. Julian naturally 
has a wide acquaintanceship among the fire 
insurance executives in that territory. 


“he General Securities Company of Birming- 
ham is backing the new company. It is a hold- 
ing company which has been active in the pro- 
motion of several industrial enterprises in and 
about Birmingham. The securities company 
will retain a considerable block of the insurance 
company’s stock. 


When the company starts business about 
March 1 it will have a capital of $300,000 and 
a surplus of like amount. This will be in- 
creased as business warrants it for the organi- 
zers aim to place the company in the $1,000,- 
000 class before long. 


Some of the organizers of the company, sev- 
eral of whom are connected with the Protective 
Life Insurance Company of Birmingham, are: 
Sam C. King, E. R. McDavid, and G. R. Harsh. 


MINNESOTA FIRE INSURANCE 
COMPANY 
Chatfield, Minn. 
Purchased by American Phoenix 
Control of the Minnesota Fire Insurance 
Company of Chatfield, Minn., has been pur- 
chased by the American Phoenix Corporation, 
New, York holding company, of which Horace 
Wemple is president. The Minnesota Fire was 
organized in 1909 by interests identified with 
the Security Mutual Fire but control of the 
company changed hands in 1912. Early in its 
career the Minnesota Fire sustained an impair- 
ment of its capital because of heavy hail and 
forest fire losses. The company has since re- 
covered and stands at present with a capital of 
$100,840. The new owners will increase the 
capital to $500,000. 


H. P. Thurber, at present secretary of the 
company, will be president of the company un- 
der its new regime. The company, which has 
been writing about $100,000 in premiums an- 
nually, will be developed as a direct writing 
concern. 





MOTORISTS MUTUAL INSURANCE 
COMPANY 
Columbus, Ohio 
Governor Donahey Heads New Fire Carrier 

Governor Vic Donahey of Ohio will be presi- 
dent of the new Motorists Mutual Insurance 
Company of Columbus, a preliminary account 
of which appeared in the Fire Insurance 
Monthly Bulletin for November. Other officers 
are Albert E. Mittendorf, vice-president; Carl 
N. Crispin, secretary; Joseph R. Gardner, treas- 
urer, and W. E. Benoy, counsel. 

The men behind the project are all closely 
connected with the Ohio State Automobile As- 
sociation. The Association had under consider- 
ation a plan to organize a stock insurance com- 
pany but did not act favorably upon it. A 
number of the men active in the Motorists Mu- 
tual were formerly sponsors of the proposed 
Association company. The company, however, 
will not confine its business to members of the 
Association. 

The board of directors of the company is 
composed of the above officers and C. C. Janes 
and L. B. Timmerman. 


PACIFIC AMERICAN FIRE INSURANCE 
COMPANY 
Los Angeles, Calif. 
Buys Control of Acme Fire 

Control of the Acme Fire Insurance Com- 
pany, organized last year in Los Angeles, Calif., 
has been purchased by the Pacific American 
Fire also of Los Angeles. The Acme started 
in February, 1927, with $200,000 capital and a 
surplus of $170,000. Its assets were around 
$500,000 when the purchase took place. Of- 
ficers of the Pacific American will henceforth 
direct the Acme and the home office of the lat- 
ter will be moved to the controlling company’s 
headquarters. - 

The Pacific American Fire was organized ii 
the fall by interests identified with the Pacific 
Mutual Life Insurance Company of Los Ange- 
les. It has a capital stock of 100,000 shares, 
par value $10, which, when sold at $40 a share, 
gave the company a capital of $1,000,000 and a 
starting surplus of $3,000,000. 

The president of the company is Lee A. 
Phillips, executive vice-president of the Pacific 
Mutual Life and president of the: Pacific In- 
demnity Company. Other officers are: vice- 
presidents, O. Rey Rule and D. W. Pierce; 
secretary, L. C. Rollins, and treasurer, Preston 
Hotchkiss. 

The list of directors is as follows: Morgan 
Adams, F. S. Albertson, A. M. Chaffey, George 
I. Cochran, C. H. Crawford, Dabney Day, W. 
P. Fuller, Percy Goodwin, Stuart S. Hawley, 
Robert E. Hunter, Edwin Janss, W. P. Jef- 
fries, J. R. Martin, B. R. Meyer, John B. Mil- 
ler, Atholl McBean, E. J. Nolan, B. F. Nyse- 
wander, Stuart O’Melveny, H. M. Robinson, 
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Victor Rossetti, James A. Talbut, C. C. Teague, 
J. B. Van Nuys, G. M. Wallace, H. M. 
Wheeler, Lee Phillips, O. Rey Rule, D. W. 
Pierce and Preston Hotchkiss. 


SUSSEX FIRE INSURANCE COMPANY 
Newark, N. J. 
Will Direct Essex and Ajax 
Three companies organized and managed by 
Lippman & Lowry, well-known general agency 
of Newark will be consolidated and be oper- 
ated as a fleet henceforth. They are the Sus- 
sex Fire and the Essex Fire, organized early in 
1928, and the Ajax Fire organized in 1926. 
Arthur H. Schumm, who has been vice-president 
and general manager of the Sussex Fire, will 
take over the direction of all three companies. 
The Sussex has been operating in several 
States, while the other companies have limited 
their writings to New Jersey. Expansion of 
all three companies is planned for 1929. 
The fleet will have a combined capital of 
close to $1,000,000, surplus of more than $2,- 
000,000 and assets of $3,500,000. 


TRINITY FIRE INSURANCE COMPANY 
Dallas, Texas 
Company Reaches $1,000,000 Class 

Stockholders of the Trinity Fire Insurance 
Company of Dallas, Tex., have voted to in- 
crease the capital stock of the company from 
$850,000 to $1,000,000. The Trinity Fire was 
organized in 1926 with $250,000 — capital. 
Shortly after organization the capital was raised 
to $500,000. In December, 1926, the capital 
was increased to $650,000 and a year later to 
$750,000. In February, 1928, the capital was 
again increased by $100,000. The present figure 
of $1,000,000 represents the announced aim of 
the directors at the time of the company’s incor- 
poration. 

No new issue of stock will accompany the 
increase as it has all been subscribed for be- 
forehand. It is expected that the 1928 state- 
ment of the Trinity Fire will show consid- 
erable increases. R. A. Belknap is president of 
the company, Edward T. Harrison active vice- 
president and secretary. 


NORTHWESTERN MUTUAL FIRE 
ASSOCIATION 
Seattle, Wash. 

Extracts from the Convention Examina- 
tion Participated in by the States of 
Washington, North Carolina and 
Wyoming 
The States of Washington, North Carolina, 
Oregon and Wyoming were designated to con- 
duct the examination, and representatives from 
these States were actively engaged in the work 

of the examination. 
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Score oF EXAMINATION 


This examination covers a general review 
since the last convention examination. The de- 
tail checking was confined to the latter part of 
this period as the former part of this period 
was covered by the regular annual examinations 
made by the Insurance Department of the State 
of Washington. 

The annual statement for the year 1927 as 
filed with the Insurance Department was 
checked and found substantially correct. A 
financial statement was prepared, which is in- 
cluded in subsequent pages of this report, show- 
ing the income and disbursements for the first 
eight months of the present year, and the assets, 
liabilities and surplus at the close of business 
August 31, 1928. The business transacted in 
the Dominion of Canada is cleared through the 
branch office of the Association located at Ham- 
ilton, Ontario, and in order to facilitate the 
monthly reports the books are closed in the 
branch office on the twentieth of each month 
with the exception of December. Therefore 
the income and disbursements on that business 
only include transactions to August 20th, but 
the liability for losses incurred is established in 
full to the end of the month. 


History 

The Association was organized in 1901 to 
transact the business of fire insurance on the 
mutual plan. Since 1906 the Association has 
operated on the full cash premium plan fol- 
lowing in general the rates of the stock com- 
panies. The liability of the policyholders is 
limited to the premium collected except in a 
few States in which the law specifically pro- 
vides for further liability and the policies in 
those States are so adjusted. Substantial re- 
turns of unusued premiums have been made 
and are being made, to policyholders in the shape 
of dividends. The plan of operation is in ac- 
cordance with the first subdivision of Section 
86 of the Insurance Code of the State of Wash- 
ington. 

The articles of incorporation permit the trans- 
action of all classes of insurance coverages not 
in conflict with law. The principal business 
has always been confined to fire and motor ve- 
hicle insurance excluding the hazard of personal 
injury under the latter class. A limited amount 
of tornado, windstorm and cyclone business is 
accepted and a negligible amount of earthquake, 
hail and sprinkler leakage is also written. 

The following schedule shows the growth of 
the Association in production and accumulation 
of assets and surplus: 


Gross 
Premiums 
Written, Gross 
Less Can- Fremiums Admitted 
Year cellations In Force Assets Surplus 
$456,988 $381,877 $262,262 $80,132 
775,771 724,136 434,820 109,525 
2,860,126 2,709,462 1,753,434 506,656 
4,962,231 5,231,246 3,118,764 705,719 
5,864,208 6,272,299 3,751,733 712,358 
5,852,419 6,549,201 4,026,244 852,399 
4, 195,874 7,040,206 4,177,113 787,184 





*Shows first eight months to August 31, 1928. 


MANAGEMENT 


The management of the Association is vested 
in a board of trustees, five in number, one be- 


ing elected each year at the annual meeting of 
policyholders held the third Tuesday of Janu- 
ary for a term of five years. The officers are 
elected by the board of trustees at their regu- 
lar meeting following the annual meeting of 
policyholders. The president and secretary 
must be selected from the members of the 
board. 

The following are the present members of 
the board of trustees and officers: 

Board of Trustees.—F. 6 _ Martin, J.-E& 
Edwards, M. D. L. Rhodes, A. Ernst and 
Corwin S. Shank. 

Officers.—President, F. J. Martin; execu- 
tive vice-president, J. H. Edwards; vice-presi- 
dent, B. H. Lewis; vice-president, F. A. Ernst; 
secretary, M. D. L. Rhodes; assistant secre- 
taries, J. J. Beall and L. D. Brill; treasurer, 
John C. Keith; assistant treasurer, S. E. Smith, 
and counsel, Corwin S. Shank. 





FINANCIAL STATEMENT—August 31, 1928 











Amount of ledger assets December 31, 1927............ $3,909,757 
INCOME 

Gross premiums written or renewed: 
Fire: $4,524,293 
Less: Reinsurance.... $922,757 

Return Premiums 724,067 1,646,825 $2,877,468 
Malte VORIR sacs iies doeneses es $304,567 
Less: Reinsurance. .. . $2,164 

Return Premiums 39,090 41,255 263,311 
eI ois oocin sss eo aso ee $4,784 
Less: Reinsurance. . . . $1,663 

Return Premiums 1,766 3,430 1,354 
i OE Oe er ee . $141,961 
Less: Reinsurance. . . . $6,301 

Return Premiums _ 19,195 25,496 116,465 
Siete teat es $1,395 
Less: Reinsurance. ... $14 

Return Premiums 252 266 1,128 
Sprinkler Leakage.............. $4,057 
Less: Reinsurance. . . . $740 

1,555 2,502 


Return Premiums 814 


Neh NR org oii ok ns oe cade teand ean Cunwine $3,262,231 
Gross interest on mortgage loans, less $45.00 














accrued interest on mortgages acquired.... $21,232 
Gross interest on bonds, less $1,908.64 accrued 
interest on bonds acquired............... 74,839 
Gross interest on deposits in banks......... 4,708 
Miscellaneous interest...............0000-% 1,746 
Gross rents from Association’s property... .. 112 
Total interest and TEN. 6.55 6 ciisiciccccccacccvoccsacs 102,639 
WEIN hone coc ias ccd nacwcccecccene anes 9,590 
Gross profit on sale of bonds. .................0--e0e. 5,838 
UNMIS ooo csc dee ous coeccesscccdaean $3,380,299 
Rapa Cae TONE iris cde ec csicesccvodveicvees $7,290,056 
AToUmE DEOUGIE TOTWEEG. «6.5 6c cc cccccccccccscsecsaes $7,290,056 
DISBURSEMENTS 
Gross amount paid for losses: 
Wess oy ten bay eo rae on 788,549 
Less: Reinsurance. . $508,92 
Salvage........ 23, on 532,616 $1,255,933 
Motor Vehicles................. $76,455 
okemes BOIVEGR. <5 is. ccccscceces 6,128 70,326 
Ve Se 2 icy we cwwwes we he $39,301 
Less: Reinsurance.............. 1,070 38,231 
Re ate tea daceee a eatenc ian sey , 281 
meg Seine Nowe eure $1,998 
Less: Reinsurance.............. 1,989 
Net amount paid for losses. ............20.eceeceeees 1,366,76 2 


Loss adjustment Oxpemeds.... 6.5.6... ccc scoccccseeses 42,703 


Agents’ compensation, including brokerage... 8 770 
AG GIN oo oso ak cecia ce cn senses 331 169,101 
Salevion of Geld Me. o60655cc ce sccccccceee $301,300 
Expenses of field men........... 110,994 
Traveling expenses of other than field men. 7,172 419,467 
Salaries and fees of officers, directors and clerks........ 250 338 
MONT 82 rea bobs Sinn 4b d0e we kas AE ERMOTAS 32,924 
War NE NOE 6s oil oi cae tk ocaneccasseedine 18,697 
Maps including corrections. ...........-2--0eeeeeeeee 1,610 
Inspections aiid SUFVEYS. «..o.52 5c cceccccessccccnecces 15,865 
Taxes, licenses and fees: 

State, county and municipal........... . $76,448 

Insurance Department................-- 6,367 

Fire natrol and salvage corps............. 1,977 

All other taxes, licenses and fees (except on 

TORE UBUD eo ocese sc oes acetcevceneus 1,370 86,165 











Postage, telegraph and telephone, exchange and express. . 25,604 
ee a EO RAS 6,185 
Advertising and subscriptions 32,984 
Printing and stationery................ 26,735 
Agents’ convention expense. ..... : urs eee aenuars eeeee 5,612 
WN io oto S68 82.05 ave cadet nantes 2,432 
‘Fa Cie I oo ii eS 1,427 
Dividends paid policyholders............... $798,617 
Less dividends received from reinsuring 
CUI ois aid csaksiucnnnteceseas 155,076 643,541 
Decrease in ledger liabilities...................-.20005 6,367 
Agents balances charged off.................000-eeees 117 
"Tales IN 5 ooo a5 risks dots dent $3,154,647. 
eee ERA SE ar | Ree > Ope oe Te $4,135,409 
LEDGER ASSETS 
Real estate sold under contract............. $42,500 
Book value of real estate.................. 59,320 $101,820 
Mortgage loans on real estate.............-- 2000s eeee 404,496 
BU WAR AE UI 65 5 ode ceeded ccstdcntvecusodes 2,111,553 
TO WON I a oii ccd nau cacecasenmeaal 300,000 
Cash in Association’s office................. $9,670 
Deposits in banks not on interest........... 63,728 
Deposits in banks on interest............... 274,661 348,060 
Premiums in course of collection: 
On policies effective on or subsequent to 
GORE IIe icin co hcwns svedenses 675,643 
On policies effective prior to June 1, 1928.. 32,078 717,722 
Bills receivable taken for fire risks..................-- 410 
Bills receivable taken for risks other than fire.......... 985 
RI ais 5 vk cidias ledvedcdeciadecdunes 36,259 
Automobile account.............0--sereseeeeeceeeee 13,101 
Due from reinsuring companies for losses paid.......... 92,299 
Washington Bank Depositors Guarantee = Certificate 8,701 


Total Latent Aalie soos cacsticecceeeccvidesce $4,135,409 


NON-LEDGER ASSETS 
Interest due $490.11, and accrued $4,588.83 


(th MONIRME G. <.. Sos c cxacesnansaaesies $5,078 
Interest accrued on bonds not in default. . 44,045 
Interest accrued on real estate contracts... .. 425 
Interest accrued on bank deposits.......... 1,515 
Total interest due and accrued...............-. 51,065 
Market value over book value of bonds...............- 86,824 


Cutt AMR aod iki ce cents Festa adotesincs $4,273,298 
DEDUCT ASSETS NOT ADMITTED 


Aabeuntes 06 CR oo <0 6 occ cncs a sasedinws $36,259 
Automobile account..............-++++.-5: 13,101 
Premiums in course of collection on policies 

effective prior to June 1, 1928............ 32,078 
Bills receivable taken for fire risks. ........ 410 


Bills receivable taken for uther than fire risks 985 





Book value of bonds in default............. 1,200 
Washington Bank Depositors Guarantee Fund 
CMI Ce os bb ccwnnadctiunvas cases 8,701 
Deposits in failed banks being liquidated. . . . 3,448 
__ 96,185 
Wola Mdaibtad Aste o's 56x cninnzvcsslacssitede $4,177,113 
LIABILITIES AND SURPLUS 
Losses and Claims:* 
In pee of adjustment: 
SERIA Ge) pe Rn ee $215,170 
Motor NN coos teosass eae 22,111 
NOM sod adawednwresus +53 8,624 
Sprinkler leakage. ...........- 1,260 $247,166 
as but not reported: 
EAP ae eae $39,890 
Motor MOIR oncccaasnave 2,000 
WR hare nee wns hens canes 5,161 ne 
Sprinkler leakage. ............ 469 47,521 
Reg PNR iia x oii hcivinie tained indexes 2,500 
Gross losses unpaid. ...............- $297,188 
Deduct reinsurance: 
i $51,903 
33 
416 52,353 
Wal weil GR. «i. 355 cscs seh dua dnesec sae $244,835 
Estimated expenses of adjustment of losses. . 2,500 
Gross premiums on all unexpired risks $5, 699, 044.67 
Unearned premium thereon...........-----.0++-00+ 2,944,237 
Salaries, rents and expenses, etc., due or accrued....... 14,555 
Estimated accrued taxes.............eeecee eer eeeeeee 63,707 
Contingent commissions a ee os AA er 48,798 
Funds held under reinsurance Ri a scctceeusnns 49,950 
Deposit premiums. ...........-2.+seeeeee seer ee eeees 11,483 
Premiums paid in advance...........6.0+-+-eeeeeeeee 1,846 
Premiums collected—unallocated............2+-++0005 6,478 
Heemmm holed tb BUSPOREG. 5. 6. ccc cvs ccccecccctocscasese 1,536 
FO a ok oa! eis ccdasaccdsvadsacseece $3,389,929 
Sepeid vo uaia eo bn «jas uhwcincad was arivacsuenadetane 787,184 
TMM econ de dha deacdvenomnstastoees $4,177,113 


UNDERWRITING 
Business written by the Association is as 
follows: 
Fire, motor vehicle (except liability), earth- 
quake, tornado, windstorm and cyclone, hail 
and sprinkler leakage. 
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Most of the business of the Association is 
secured by salaried employees. The commis- 
sions and allowances to agents for 1927 and 
eight months of 1928 were five and nine-tenths 
per cent of the net premiums written for the 
twenty months’ period ended August 31, 1928. 
The experience of the organization shows that 
a better class of risks is secured by salaried 
employees. 

Since the time of the last convention exam- 
ination, the Association’s average loss ratio to 
earned premiums from 1923 to 1927 inclusive, 
was forty-three per cent. The average under- 
writing expenses for the same five-year period 
was thirty-four and seventy-six hundredths per 
cent. The by-laws limit the expenses of the 
Association to forty per cent of the net pre- 
miums earned. The business of the organiza- 
tion is rapidly growing as evidenced by a com- 
parison of earned premium income for five 
years ended December 31, 1927. The increase 
in earned premiums during this period was sev- 
enty-three and six-tenths per cent. 


UNDERWRITING EXPERIENCE 


Percant 
Underwriting Net 
y Premium Losses Expense Dividends Increase in 

Year Earned Incurred Incurred Paid Surplus 

1916 $629,269 32.3 31.8 $206,944 $23,219 
1917 06,067 22.7 32. 229,839 116,100 
1918 978,847 23.3 35.3 282,289 115,534 
| 1,429,268 31.0 32.4 415,193 115,624 
1920. 1,777,438 30.2 36.7 519,998 26,652 
1921. 2,185,843 35.2 33.9 706,750 39,906 
1922. 2,531,776 47.4 33.9 732,074 224,213 
1923. 2,839,385 43.3 33.8 679,195 110,932 
1924. 3,146,050 44.1 32.8 793,968 87,551 
1925. 3,499,283 40.0 33.7 811,740 169,766 
1926. 3,989,988 45.2 38.6 887,461 6,639 
1927. 4,396,811 42.5 34.9 942,070 140,041 


Maximum Risk.—The largest coverage of the 
Association is a participation in the insurance 
on the Port of Seattle holdings. These prop- 
erties are mainly of reinforced concrete con- 
struction, sprinklered, with watchmen services 
and protected by modern fire fighting equip- 
ment, including fire boats. The docks and 
terminals of the Port of Seattle are located in 
a widely diversified area. An investigation of 
the underwriting practice together with a per- 
sonal inspection of the properties, indicates that 
the net loss to the Association on any of these 
holdings in any one fire would be less than 
$30,000.00. While it is the practice of the or- 
ganization to confine its net risk to ten per cent 
of its surplus, it will be noted that its maximum 
risk is well below the percentage limitation 
policy. The participation in the Port of Seattie 
holdings is the only risk carried by the Asso- 
ciation on the entire Seattle waterfront. 

Inspection of Risks.—An investigation of the 
procedure used by the Association shows that 
the underwriters co-operate with the insured 
in the matter of fire loss and fire prevention. 
A trained force of inspectors are employed, 
whose duties consist of inspecting risks, giving 
personal service and educational information 
to the policyholders along fire prevention lines. 
General hazard surveys of diversified territories 
in which the Association operates are frequently 
made, and whenever the results of these survevs 
and inspections show poor risks, the general 
procedure is to cancel these poor risks. 

In the special hazard department, particu- 
larly in lumber mills and allied lines, the risks 
are mainly confined to sprinklered properties 





Reinsurance.—By reason of favorable expert- 
ences in loss and other settlements, the Asso- 
ciation has placed a portion of its reinsurance 
with the Lloyds Underwriters of London, Eng- 
land. The relations with this organization of 
underwriters began in 1912 and the treaties 
have been renewed and extended from year to 
year with very satisfactory results. 

Practically all other reinsurance ceded by 
the Association is to mutual companies with 
whom it has done business for many years and 
has had a very favorable experience in the mat- 
ter of settlement of losses, commissions and 
dividends. An investigation was made of re- 
cent financial statements of all of these com- 
panies which shows that the companies are in 
a good financial condition and have a good 
reputation in the matter of paying substantial 
dividends to its members. All contracts are 
based on reinsurance agreements and open poli- 
cies. The rates paid are practically the rates 
received by the Association after making proper 
adjustment for dividends returned. Commis- 
sions vary from ten (10) to twenty-five (25) 
per cent. 

The Association carries large lines of risks 
in its mercantile and brick building depart- 
ments. In order to protect itself against con- 
flagration involving two or more separate risks, 
contracts have been entered into with the fol- 
lowing reinsurers: 


EAMMR AMMA, © os. < soushacuawac tine usa meso es earsabe 80.089% 
Excess Instrance Company, Ltd..............-..+.00 13. 274% 
Scottish Automobile & General Insurance Co., Ltd...... 6.637% 

WO cc osiecas OAc teas an sone ea ees esekneeee 100.00% 


Under these contracts with the above named 
underwriters the Association is covered for 
any and all excess losses under policies written 
in its mercantile and brick building departments 
as a result of any fire or conflagration where 
two or more separate risks are involved, and 
when the net loss to the Association after 
deducting specific reinsurances is in excess of 
$20,000.00. These conflagration policies pay 90 
per cent of the Association’s excess of $20,- 
000.00 loss under conditions above mentioned, 
not exceeding a total payment by the reinsurers 
of $90,000.00 on any one fire. 

It will be noted that in such a conflagration 
loss the Association could sustain a loss of 
$120.000.00 after deducting all specific reinsur- 
ances, with only a net loss to itself of $30,- 
000.00, the other $90,000.00 being covered by 
the excess contracts. 

A covering similar to the above but less in 
amount was first taken out by the Association 
on December 30, 1922. This previous cover, 
however, was for an excess of 90 per cent 
over $20,000.00 not exceeding $72,000.00 on 
any one fire. 

The Association has never sustained a loss 
since it took out the first cover involving this 
conflagration reinsurance. 

The Association cedes a portion of its busi- 
ness to Lloyds, through Glanvill, Enthoven & 
Company as representatives. There are two 
separate contracts, one number 2480 covering 
lumber and woodworking risks, and the other 
number 2497 covering general business exclud- 
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ing lumber and woodworking risks. These 
contracts are very broad and excellent reinsur- 
ance contracts for the Association, giving the 
Association wide discretion in the matter of 
settlement of losses. Any differences that may 
arise are subject to arbitration. The provisions 
of said contracts permit the Association to de- 
posit all premiums less return premiums, com- 
missions and dividends due the Lloyds Under- 
writers with a designated national bank in 
Seattle, Washington, for all United States pre- 
miums and a designated bank in Hamilton, On- 
tario for all Canadian premiums. The Asso- 
ciation can draw upon these accounts for losses 
accruing under the contracts, return premiums 
and dividends. In the event that there should 
be insufficient funds: on deposit in these ac- 
counts to meet all of the committments incurred 
under the said contracts, then the Association 
is authorized to draw on the Underwriters for 
a sum equal to the extent of the balance be- 
tween the amount required and the amount in 
hand, subject to the usual three days’ notice 
by cable of their intention to do so. The con- 
tracts further provide: “All cessions to the 
reinsurers shall be subject to the same rates 
and conditions as those on which the original 
insurance or reinsurances of the Northwestern 
are effected.” 

The Association issues an open policy to in- 
dividuals, firms or corporations having risks 
covering stocks, in fruit and vegetable ware- 
houses and canneries, up to its standard and 
requirements, permitting insurance to be made 
effective by declarations, and then giving sev- 
enty-two hours of time in which to make those 
declarations to the Association or its represen- 
tatives. This arrangement necessitates the As- 
sociation protecting itself by securing an auto- 
matic cover with other companies which will 
protect it against any excess loss in excess of 
its own net line. The Association has rein- 
surance treaties or policies with eighteen (18) 
companies and underwriters for percentages 
varying from .01666 to .11111 of the excess line. 

The Association does a large business insur- 
ing standing grain, and in order to protect it- 
self against excessive losses carries a cover re- 
insuring it for $75,000.00 excess loss above a 
first loss to the Association of $10,000.00. This 
coverage is in the following companies for 


amounts indicated: 

Fee ERIN Eee Hee Re eneaDs Wane $30,000 
Grain Dealers National of Indiana................... 10,000 
Lumbermens Mutual of Mansfield..................+ 15,000 
PT NOLIN 5 o.oo cies ion n6o oiecinvg odes es nen aee 10,000 
Pennsylvania Millers Mutual....................66 10,000 

MR erst akwioute coat annss sae annnaen $75,000 


The above coverage is for grain in field only, 
thus making it necessary to have other protec- 


‘tion against a possible excess loss of grain in 


warehouses. All policies on growing grain 
in fields is written to expire December 31, and 
provides for an extension of liability from 
grain in fields to warehouses. 


In order to protect its excess liability on 
grain in warehouses from August 1 to Decem- 
ber 31, the Association carries an excess cover 
of $65,000.00 as evidenced by Lloyds policy 
number C-695. This policy reinsures the Asso- 
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ciation for 90 per cent of its excess loss over 
and above $15,000.00, not exceeding a total loss 
to the reinsurers of $65,000.00 in any one fire 
‘or series of fires. In warehouses where the 
corporation is not fully protected by this gen- 
eral excess cover, specific reinsurance is in 
effect to cover the additional excess. 


Much of the insurance which is originally 
written to cover growing grain in fields and 
then extended to warehouses on policies expir- 
ing December 31, is rewritten, and in order to 
protect its excess liability, general excess re- 
insurance policies are taken out with six in- 
surance companies of good financial standing 
and repute at percentages varying from 10 to 
20 per cent. 

Reinsurance treaties covering pro rata and 
specific cessions and acceptances are carried 
with a large number of companies. 


Germanic Fire Insurance Company Locates 
in Chanin Building 

Announcement has been made by the Chanin 
Construction Company of New York that the 
Germanic Fire Insurance Company has leased 
through its renting agents, Brown, Wheelock: 
Harris, Vought & Company, Inc., a large por- 
tion of the seventh floor of the new 56-story 
Chanin Building now nearing completion at 
Forty-second street and Lexington avenue, New 
York city. The company will occupy its new 
quarters early in January. 

The Germanic Fire Insurance Company is in- 
corporated in the State of New York to do a 
general fire insurance business including tor- 
nado, parcels post, automobile, rents, tourist 
baggage, inland marine, use and occupancy, and 
furs. It has a capital of $1.000,000 and a sur- 
plus of $1,500,000 and is affiliated with the In- 
ternational Germanic Company, Limited, and 
the International Germanic Trust Company. 

The officers of the new company include: 
Norman T. Robertson, president; Harry A. 
Grant, vice-president, and E. A. Morrell, secre- 
tary. 

Mr. Robertson was with the Continental In- 
surance Company under the late Henry Evans 
for a period of twenty years, serving in vari- 
ous capacities ranging from a special agency 
in Texas to the presidency of the Continental, 
leaving that company to become vice-president 
of the National Liberty Group, from which 
post he comes to the Germanic. 

Mr. Grant was associated with Mr. Robert- 
son in both of his previous connections, serving 
the Continental as a special agent and later as 
manager of the automobile department. He 
was assistant secretary of the National Liberty 
group in charge of automobile and inland ma- 
rine departments, which specialties will con- 
stitute his principal work with the Germanic. 

Mr. Morrell has been in the fire insurance 
business for the past twenty-six years, start- 
ing in 1902 with the late J. G. Hilliard, after- 
wards spending some time in Texas in connec- 
tion with rating bureau work, returning to New 
York as af inspector with the Continental, 
from which point his insurance career is 
parallel with that of Mr. Robertson and Mr. 


Grant. Mr. Morrell was with the National 
Liberty as agency superintendent in charge of 
New York and New England territory. 


WAIVER 

In order to avail himself of the defense 
of waiver to the terms of the hail insurance 
policy, the assured must plead waiver. 

To an action on a hail insurance policy for 
the partial loss of crops, the company in its 
answer alleged that the policy contained a pro- 
vision that the company was not liable for loss 
unless a sworn proof of loss be furnished to the 
company within sixty days. The plaintiff’s re- 
ply was a general denial. 

At the trial, the evidence showed that the 
plaintiff had made no sworn proof of loss as 
provided by the policy, but that he had notified 
the agent of the defendant the day after the fire 
occurred. The agent wrote the company, and 
subsequently an adjuster called on the insured, 
but made no adjustment with him. The as- 
sured claimed that this constitutes a waiver oi 
the proof of loss provision. 

The Supreme Court of Nebraska held that in 
order to entitle a party to prove waiver he must 
have pleaded waiver, and that waiver cannot be 
proved under a mere general denial. 

Another point brought out by the company in 
this case was that the evidence was insufficient 
to prove a loss. It seems that the only evidence 
as to the damage was given by a certain witness 
who testified that in his opinion the corn crop 
was damaged between 30 and 35 per cent, and 
the oats and rye between 40 and 50 per cent. 
No evidence was introduced to show the num- 
ber of bushels damaged or destroyed or the 
market value thereof. This the court held was 
a mere conjecture as to the damages and in- 
sufficient to prove the damages. The court fur- 
ther held that the defendant’s motion for a 
directed verdict on this ground should have 
been sustained. 

(Summers vs. Automobile Ins. Co. of Hart- 
ford, Supreme Court of Nebraska, 220 North- 
western Reporter 277.) 


Globe and Rutgers Joins United States 
Aircraft 

The Globe and Rutgers Fire Insurance Com- 
pany, New York, has become a member of the 
United States Aircraft insurance group which 
is composed of financially strong and experi- 
enced casualty and fire insurance companies— 
Maryland Casualty, New Amsterdam Casualty, 
New York Indemnity, United States Fidelity 
and Guaranty, Nationa! Union Fire, North 
River, Pacific Fire and United States Fire. 

The underwriting of the group is under the 
control of David C. Beebe, president of the 
United States Aviation Underwriters, Inc. Mr. 
Beebe was formerly an air service pilot and 
for the past eight years he had been engaged 
in insurance business in New York. The tech- 
nical end of the business is under the com- 
plete control of Reed M. Chambers, vice-presi- 
dent, who at one time was commanding officer 
of the First Pursuit Group and since that time 
has been closely identified with the develop- 
ment of commercial aviation. 
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RECENT COMPANY HAPPENINGS 


Major G. L. Lloyd, vice-president of 
Barber: & Baldwin, managers, of the Aero 
Insurance Company and the Aero Indem- 
nity Company, New York, has announced 
the appointment of F. N. Davey as vice- 
president of both carriers. Mr. Davey, who 
has been in charge of the aircraft insurancé 
department of Marsh & McLennan for the 
past six years, will act as an advisor to 
agents and brokers writing aircraft lines. 





Henry A. Warden has been made the 
managing underwriter of inland marine busi- 
ness in the New York office of the Aetna 
Insurance Company of Hartford. He suc- 
ceeds Edward C. Carrier who has been 
transferred to the home office. Mr. Warden 
has had considerable experience in the ma- 
rine insurance field, most of it being gained 
with the Automobile Insurance Company. 





New members elected to the board of 
directors of the Michigan Surety Company 
of Lansing at a recent meeting were: Harry 
F. Harper of Lansing, president of the 
Motor Wheel Corporation, and John C. 
Hicks, president of the St. Johns National 
Bank. 





The Mutual Fire Protective Association 
of New Jersey is contemplating conversion 
to a stock basis and has made application 
for official sanction of the move to the New 
Jersey authorities. The proposed stock 
company will be capitalized at $250,000. 





Thomas R. Lamb, who has been operat- 
ing his own agency in- Los Angeles, has 
been appointed vice-president of the Na- 
tional Automobile Insurance Company of 
Los Angeles, Cal., where he will have 
charge of production. Mr. Lamb was presi- 
dent of the West American Insurance Com- 
pany of Los Angeles prior to its recent 
change in control. 





H. W. Ellis, assistant United States man- 
ager of the Pheonix Assurance Company 
of London, has resigned to enter the in- 
vestment business. Mr. Ellis, who has been 
with the Phoenix fourteen years, seven of 
them as assistant United States manager, 
becomes a partner in the house of Broom- 
hall, Killaugh & Co., New York, special- 
ists in bank and insurance stocks. 

The owner of a fee subject to mortgage and 
rights of the lessee under a ninety-nine year 
lease to whom certain fire insurance policies 
were issued, without an assignment, except for 
certain endorsements thereon, is held to be a 
party to the insurance contract and entitled to 
recover thereunder because of a fire loss even 
though the endorsement declared the lessee 
should be recognized as the assured for the 
purpose of the insurance policy. (Hartford 
Fire Ins. Co. vs. Morris, Circuit Court of Ap- 
peals, 6th Circuit, 27 Federal Reporter 2nd, 
508.) 
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The following quotations, as of December 24, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SpecraTor will endeavor to supply the data: 


Bid Offered 


American Insurance Co. of Newark 
Arthur Atkins & Co., N. Y.. eae 31 
Miliken & Pell, ph N. ; ae 





S. Rippe! & Co., Newark......... 31 


L. A. Hollander & Co. rae boule ale 31 
Gilbert Elliott & Co., N. ¥.C....... 31 
American Reserve Ins. Co. 
J. Roy Prosser & Co., N. Y......... 90 
American Salamandra 
Henry G. Rolston & Co., N. V...... 550 
American Surety 
Lewis & Co., Hartford.............. 300 
Bankers & Shippers 
Arthur Atkins & Co,, N. Y.......... 550 
Gilbert Elliott & Co., N.Y. C....... 525 
Bankers ne wy Aig 
Miliken & Pell, Newark, N. J........ 2414 
i: S. Rippel & Co., Newark......... 23% 
. A. Hollander & Co., Newark...... 24 
Baltimore-American (new stock) 
Rp 2 Le Se, & reer 47 
enry G. Rolston & “ bn ineades 494 
Gilbert Elliott & Co., ae 48 
Brooklyn Fire 
Henry G. Rolston & Co., N. Y...... 110 
Camden Fire 
Arthur Atkins & Co., N. Y.......... 30 
McKinley & Co., N. ARERR 30 
L. A. Hollander & Co., Newark...... 30 
Gilbert Elliott & Co., ie eee. 


30% 
Miliken & Pell, Newark, N. Diseases 30% 
Carolina Insurance 


J. Roy Prosser & Co., = a Snare 560% 55 

Arthur Pa io Se 54 
Chicago F. & M 

Charles Sincere & Co., Chicago...... 16 
Commercial Cas. Ins. Co. 

Miliken & Pell, Newark, N. J........ 4814 

J. S. Rippel & Co., Newark......... 48% 

Gilbert Phiott & Co., i ee 48 
Continental Assurance 

Charles Sincere Co., Chicago........ 94 
Continental Cas. 

Charles Sincere & Co., Chicago...... 70 
Continental Ins. Co. 

Lewis & Co., Hartford............0- 84 


Eagle Fire (Newark) 


J. S. Rippel & Co., Newark.......... 89 

Gilbert Elliott & Co., Ns Y. C....... 88 
Equitable Casualty & Surety Co. 

Palmer & Co., New York City....... 52 
Excess Ins. Co. of America 

Gilbert Eliott & Co., N. Y. C........ 17 
Fidelity-Phenix 

| Loews & Co., Hartford... ..scccees 98 


— and Casualty 


Arthur Atkins & Co., N, V......000000 184 
J. Roy Prosser & : Co., i 185 
Gilbert Elliott & Co., 4 Re ee 185 
Firemen’s Insurance Co. of Newark 
Miliken & Pell, Newark, N. J....... 4614 
Henry G. Rolston & Co., N. Y...... 6 


575 
575 


190 
195 
190 


4744 
47 




















Milwaukee Mechanics Ins. 
Halifax Fire Ins. 
Harmonia Fire Ins. 
Independence Indem. 
Lincoln Fire Insur. 
National Liberty Ins. 
Amer. Exch. Irving Tr. 
Equitable Trust 
New York Trust 


J.Roy PROSSER & Co. 


Dealers in Over-the-Counter Securities 


52 William St., N. Y. Hanover 7728 














J. S. Rippel & Co., Newark......... 4644 474 National Union (Pittsburgh) ss 
L. A. Hollander & Co., s Newark Beier 46 47 J. Roy Prosser & Co., N. Y......... 385... 
Arthur Atkins & Co., N. Y.........- 46 47 Gilbert Eliott & Co., N. Y.C....... 380 390 
Gilbert Eliott & Co., N. v. CANOES 46 47 New Amsterdam ~— 
Franklin Fire Mekinley: @ Co, N.Y. sissies. 77 78 
Arthur Atkins & Co., N. Y.........- 440 460 Gilbert Eliott & Co, N » CORA 77 78 
Glens Falls New Jersey Ins. Co. 
Arthur Atkins & Co., N. V.......... 64 66 J. S. Rippel & Co., Newark......... 69 74 
: 65 67 New York Casualty Co. 
J. Roy Prosser & Co., Rs cela A oe 
Lewis & Co., ERE 65 66 J. Roy Prosser & Co., N. Y........- 101 103 
Gilbert Eliott & Co., N. Y.C....... 65 67 Lewis & Co., Hartford.............. 102 104 
Gilbert Eliott & Co., N. Y. C....... 100 104 
yy et & Co. Hartford. 2950 2980 New World Life ‘ 
og Lilbert Eliott & Co, No ¥.C.0000.. 0 gg ss ub ” 
reat American Ins. 5 
L. A. Hollander & Co., Newark...... ee ee eal ncaa = = 
J. Roy Prosser & Co., i es 50 5i Arthur Atkins & Co., N. ¥ 360 375. 
pte Anine & Co., ore 4 et Pacific Fire ee ne ae ye 
wis Ae. eee 
Gilbert Eliott & Co., No ¥.C...022. i Sg E+ 2 <-> — 
Hanover Fire (ex stock div.) . Roy Prosser & Co., 35 37 
Arthur Atkins & Co., N. Y.......... 74 77 Henry G. Rolston & te: <5 eet ites 37 38: 
Lewis & Co., Hartford............0. 75 79 Presidential eeiae | ae 
Gilbert Eliott & Co., Bie Wahoo ereiscee 76 79 Charles Sincere & Co., Chicago SET 28 
Halifax Fire (ex rights) Public pte yl 
5. Roy Prosser & Co. NY 050000 40 41% J. S. Ri & Co., Newark..... Pe 26 27 
Harmonia Ins. Co. (ex tights) Miliken ee | Pail, Newark, = 26 27 
J. Roy Prosser & Co., N. Y....... vs 41 45 Republic Fire, Pittsburgh ‘ex rights) 
Arthur Atkins & Co., NG cass 41 45 Henry G. Rolston & oe Rp 40 42 
Henry G. Rolston & ‘Co, Dees sieaince 41 44 Republic Fire, Pittsburgh, rights 
Harmonia Ins. Co. (rights) Henry G. Rolston & Co., N. Y.C.... 2% 3 
Pea gd Le RD. oy sar 11 14 Security Ins. Co. of New Haven 
Henry G. Rolston & i ae 11 13 Arthur Atkins & Co., N. Y.......... 117 123 
Home (N. Y.) ex Home See, _ St. Paul F. & M., Ins. Co. 
J. Roy Prosser & my No ere 590 600 J}. mor Peoser ® Co. No. acsc60 sc 214 219 
eS A © es Re RE eee 585 595 mencauey & Co., NOY... ccccscoscs 215 220 
Gilbert Eliott & og x , oo ee 585 595 Southern Surety 
Lewis & Co., Hartford.............. 590 600 Gilbert Eliott & Co., N. Y. C........ 36 38 
Hudson Cas. Ins. Co. Stuyvesant 
McKinley & Co., N. V........0000- 10% 11% pa or Prosser & Co., N. VY........- 310 320 
Importers and Exporters Arthur Atkins & Co., SR osc csanics 310 325 
Arthur Atkins & Co., N. Y.......... 89 94 Gilbert Eliott & Co., SOMMERS. Gece 305 315 
Gilbert Eliott & Co., ONG WO occ see 90 95 Sun Life Assn. 

Ins, Co, of North America Lewis & Co., Hartford...........0.- 2250 2350 
_ Lewis & Co., Hartford.............. 83 85 U. A Fire Pg Co. & Co. N.Y we 1“ 
Maryland Casualt enry G. Rolston Es Baveeeins 1 

toes & Co., Hartford Senta dice en 159 164 J. Roy Prosser & Co., N. Y......2+ 118 122 
Gilbert Eliott & Co., N. ¥.C....... 160 166 Lewis & Co,, Hartford.............- 117.121 
Milwaukee Mechanics Universal Ins. Co. 
Arthur Atkins & Co., N. Y.......64. 52 55 Arthur Atkins & Co., N. Y........+- 75 79 
Henry G. Rolston & Co., ae 52 54 Unite? — Merchaite & Shippers pe 
Gilbert Eliott & Co, N.¥.C....... 50 55 shige i ie ease ee ER I eieies 
Missouri State Life (ex rights) Vinnie — & Co, N.Y...... 465 480 
u ” Pe Se ee ee 
seed geass baa - - Arthur Atkins & Co., N. Y.........- 127-140 
Arthur Atkins & Co., N. Y......... 20 23 J. Roy Prosser & Co., N.Y... 2.0... 133 143 
. - Westchester Fire 
National Liberty (new stock) McKinley & Co., N. Y. . 98 100 
Henry G. Rolston & ~ LS ae 31 3 §£§3;=;°~(—eek a. ae! 
. hey See ko eT 32 33 Arthur Atkins & CER | Ba ae 97 99 
Arthur Atkins & Co., N.¥....00002. 30 32 J. Roy Prosser & Co., N. Vee ee++++4 = 
National Surety “4 et HARTFORD STOCKS 
eS ee. go en | ae 140 145 Aetna Casualty and Surety 
Lewis & Goi, TIsttlord «.....4siccceicees 140 143 Conning & Co., Hartford..........+. 1325 1300 
$$ __________ — 

















AETNA (FIRE) INS. CO. 
WESTCHESTER FIRE INS. CO. 


CIRCULAR ON REQUEST 





McCLURE, JONES & CO. | 


Members New York Stock Exchange 
Members New York Curb Market 


115 Broadway New York 


Telephones: 


Barclay 7500 Hartford, Conn. 3-9200 
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Lewis & Co., Hartford.............- 1150 1200 
Aetna Insurance Fire 
Conning & Co., Hartford.............. 675 685 
Tams 2 CG, Haren... 6. ccccccccccs 675 685 
Aetna Life Ins. Co... 

Conning & Co., Hartford............ 940 950 

Taewis:& Co., Hartiond. ...ccccseccne 940 950 
Automobile Insurance 

Conning & Co., Hartford............ 435 445 

Lewis & Ca., Heartteed....... ccc cccenes 435 445 
Conn. General Life 

Conning & Co., Hartford............ 1850 

Lewis & Co., Hattlord. . 5 occcccceces 1850 
Hartford Fire 

Conning & Co., Hartford............ 905 915 

Lewis & Co., Hartford.............. 905 915 
Hartford Steam Boiler 

Conning & Co., Hartford............ 800 820 

Lewis & Co., Hartford.......ccccece- 800 820 
National Fire 

Conning & Co., Hartford............ 1140 1160 

Lewis & Co., Hartford... ....06< cece 1140 1160 
Phoenix Insurance 

Conning & Co., Hartford............ 865 875 

Lewis & Co., Hartlotd..«.. .6ccccceses 865 875 
‘Travelers Insurance 

Conning & Co., Hartford............ 1650 1670 

Lewis & Co., Hartford............. - 1650 1670 

NEW ENGLAND STOCKS 

American Investment Securities Co. 

Chas. A. Day & Co., Inc., Boston... . 24 26 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston.... 15 20 
Boston Insurance 

Chas. A. Day & Co., Inc., Boston.... 1400 ‘“ 
Capitol Fire Ins. Co. 

Chas. A. Day & Co., Inc., Boston 

DRONE oc 6 wo gb vs oesiniec andes 95 EP 
CARR os 5 ooo haha ebin'eera ow siesisx 285 aake 

Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 425 435 
Mass. Bond & Ins. Co. (new) 

Chas. A. Day & Co., Inc., Boston.... 540 565 
Mass, Title Ins., Pfd. 

Chas, A. Day & Co., Inc., Boston.... 25 35 
New England Fire 

Chas. A. Day & Co., Inc., Boston. ... 50 55 
New Hampshire Fire ; 

Chas. A. Day & Co., Inc., Boston.... 500 550 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.... 300 
Providence-Washington 

Chas. A. Day & Co., Inc., Boston.... 820 850 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 220 230 
United Life and Accident Ins. Co. 

Chas, A. Day & Co., Inc., Boston... . 33 38 


Fire Insurance Company Mergers 

(Concluded from page 27) 
profit possible. But will the American insur- 
ance agent retain that individuality, indepen- 
dence and initiative which has made his occupa- 
tion a profession in every sense of the word? 
Unless he is able to maintain his personal re- 
lations with his clients and preserve the sense 
of being “on his own,” the portrait of an agent 
a decade hence may be something like that 
which follows. 








WE RECOMMEND 


National Surety 
Westchester 


McKINLEY & COMPANY 


Members New York Stock Exchange 


44 Wall Street 
New York City 


Beekman 1663 


rn i 

















The insurance salesman for the great cor- 
porations of the future will be capable, intelli- 
gent and accomplished in the technicalities of 
his business. But he will be strictly a sales- 
man, a smooth cog in a marvelous machine. 
He will take his orders from the home office 
and obey them to the letter. If he fits into the 
system and does what he is told to do intelli- 
gently and well he will succeed and prosper. 
Occasionally one of his number will be plucked 
from the ranks and placed in a position where 
he can command an inaugurate. Only such a 
man will experience the complete freedom and 
the satisfaction of charting one’s own course 
and sailing one’s own ship that is enjoyed by 
every vigorous insurance agent today. 

Such consideration may not be important. 
The full dinner pail and the full garage are 
probably, after all, the greatest things that a 
life in business can provide. Great corporations 
treat their employees well and the rank and file 
need not fear oppression. But there will always 
be some individuals who would prefer to have 
their business cards read 

John Jones, 
Insurance, 
rather than 
Amalgamated Insurance Companies, 
John Jones, salesman. 





—The Nordisk Reinsurance Company, of Copen- 
hagen, in its balance sheet as of June 30, 1928, 
shows kr.5,2954,832 of assets, with a capital of Kr.10,- 
000,000, a reserve fund of Kr.3,275,000, an extra re- 











000, and regular reserves for various departments, 
with a balance of Kr.120,463 carried forward. The 
premiums for the preceding year were Kr.19,000,- 
141 gross, and Kr.9,425,503 net. 


T. E. Braniff’s New Companies 

The T. E. Braniff Company, Oklahoma City, 
which for a number of years has conducted a 
general agency representing fire insurance com- 
panies affiliated with the Western Insurance 
Bureau, has disposed of the general agency 
of these companies and starts as a Union gen- 
eral agency, representing the following com- 
panies: Prudential Fire of Oklahoma City; 
New Brunswick Fire and Halifax Fire of the 
Home group; Equitable Fire and Marine of 
the Phoenix of Hartford group, and Empire 
Fire, the running mate of the Employers Lia- 
bility which the Braniff corporation already 
represents for a large territory as general 
agent. Other fire insurance companies will be 
added as they are needed. 

As was announced some time ago in THE 
SpEcTATOR, the directors of the Prudential Fire, 
of which T. E. Braniff is the president, decided 
that it would better become affiliated with the 
Western Union as it already was planted in 
agencies with Union companies. Mr. Braniff 
sold the local agency in Oklahoma City and 
also the general agency of the bureau com- 
panies to his brother, Phil Braniff, retained 
the general agency of his casualty companies 
and announced that he would shortly secure 
the general agencies of several Union com- 
panies. 

















Insurance Stocks 
St. Paul Fire & Marine 
United States Casualty 
Fidelity & Casualty 
Globe & Rutgers 
Fireman’s Fund 
Northwestern 
Stuyvesant 
Harmonia 
Camden 
ar 
GILBERT ELIOTT & CoO. 
| Members of New York Stock Exchange 
26 Exchange Place BOWling Green 1200 
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LAW 








LAW GOVERNING CONTRACT 


The law of the place where the insured 
property is located does not necessarily 
govern the contract of insurance, as a fire 
insurance policy is purely a personal con- 
tract, and could be performed without visit- 
ing the place of destruction, and enforced 
by any court acquiring the jurisdiction of the 
defendant. 

It appears that certain Georgia real estate 
was insured against fire through a New York 
broker. The policy was made in New York 
and delivered to the New York broker, who 
in turn maiied it to the plaintiff. The said 
policy contained no agreement as to what law 
should govern the contract, and the question 
then arose, when the case came up in Georgia, 
as to whether the law of Georgia applied or 
the law of New York. In other words, whether 
the law of the situs applied or whether the law 
where the contract was made applied. 

In determining this question, the court said 
in part: “Fire insurance is a purely personal 
contract. The location of the property insured 
is not conclusive in fixing the law which the 
parties intended to contract under. It might be 
a ship at sea, or a house in a city never visited 
by either party. In case of loss the contract 
can be performed without visiting the place oi 
destruction. An adjustment can be reached by 
bringing the witnesses from the scene of loss, 
and the contract can be enforced by suit in 
any court that can get jurisdiction of the de- 
fendant. 

“A Georgia statute (Park’s Code No. 2470) 
requires the entire contract of fire insurance tu 
be in writing. A memorandum sufficient to sat- 
isfy the statute of frauds wiil not always do. 
The so-called “binder” sued on here is of 
doubtful sufficiency under this statute. [It 
really contains no promise to pay in case of 
loss. The binder, by a special entry on the 
printed form, limits insurance recoverable to 
three-fourths of the loss. This limitation is 
void under another Georgia statute (Park’s 
Code No. 2545), but valid elsewhere in the ab- 
sence of statute. It should be assumed that 
the parties intended their contract to have full 
effect. This can be secured only by attributing 
to them an intention to deal under the law of 
the place of the contract, and not under that 
of the State of Georgia. The original suit in 
this case recognizes the three-fourths value lim- 
itation as valid. I hold this to be a New York 
contract according to the true intent of the 
parties entering into it. 

“Tt results that the three-fourths value clause 
is valid. Also the penalties of the Georgia law 
(Park’s Code No. 2549) of 25 per cent, dam- 
ages and attorney’s fees by refusal in bad faith 
to pay the policy, do not apply. The statute on 
its face relates only to Georgia insurance com- 
panies and those doing business in the State. 
While the sending of an agent into a State to 





adjust even a single loss may be doing busi- 
ness, so as to give Georgia courts jurisdiction 
(Lumberman’s Insurance Co. vs. Meyer, 197, 
U. S. 407, 25 S. Ct. 483, 49 L. Ed. 810), I do 
not see how, if the contract was made under 
the New York laws and in New York, the ac- 
cident of jurisdiction for suit acquired here 
would enable the Georgia Legislature to add to 
the contract the penal consequences set forth in 
the statute. The binder, indeed, does not con- 
template a Georgia adjustment, but makes the 
defendant’s liability to follow the adjustment 
and settlement made on another contract of 
concurrent insurance.” 

(Coffin vs. London & Edinburgh Ins. Co., 27 
Federal Reporter 2nd 616, District Court N.D. 
Georgia.) 


INCREASE IN HAZARD 


A fire insurance policy remains valid and 
in force if the increase in hazard has ter- 
minated, but the company is not liable for 
loss while the hazard is increased, under 
the New York Standard Fire Policy, which 
provides that the insurer shall not be liable 
while the hazard is increased. 

The New York Standard Fire Policy con- 
tained a provision that the company shall not 
be liable for loss or damage occurring ‘while 
the hazard is increased by any means within 
the control or knowledge of the insured.” 

To a suit on the policy, the defendant set up 
as a defense that the hazard was increased by 
the installation and operation of a still in the 
cellar of the premises, and that the fire in ques- 
tion occurred while such increased hazard ex- 
isted. The plaintiff admitted the existence of 
the still but testified it was not in use. The 
defendant, on the other hand, offered evidence 
tending to establish that the fire was caused 
from the operation of the still. The question 
of increased hazard was submitted to the jury. 

It appears that to a question asked by the 
jury the trial judge charged that “unless the 
fire was started by the still, or unless, having 
been started, the still necessarily caused the 
it would not make the policy 
void, unless the cause of the loss was fire from 
the still.’ To this charge the defendant’s coun- 
sel excepted and a verdict was rendered in favor 
of the assured. 

On appeal, the Appellate Court stated that if 
the increase in hazard had terminated, the pol- 
icy would still remain valid and in force, and 
that it is only while the hazard is increased 
that the company is not liable for the loss. 
This does not mean, however, that there could 
be a recovery in this case if the still did not 
cause the first, provided the hazard was in- 
creased. The jury might have found that the 
hazard was increased and the still in use but 
that it did not cause the fire, and under such 
a finding there could be no recovery on the 
policy as the defendant was not liable while the 


loss 


J+ 






WHAT THE RECENT CASES HOLD 


Under a valid sale contract of land, the ven- 
dor is not the sole and unconditional owner 
within the meaning of a fire insurance contract 
where the vendee has made payments and is 
in possession. But where a contract of sale 
provides that any default shall render the ob- 
ligation void, and give the vendor the right to 
collect the principal and interest or to treat the 
contract as ended and collect rents, such a 
contract is not a breach of the warranty of sole 
and unconditional ownership given by the ven- 
dor in his contract of insurance, where the pur- 
chasers have defaulted and one of them had 
promised to pay rent. (First National Bank 
of Wagener vs. Glen Falls Ins. Co., Circuit 
Court of Appeals, Fourth Circuit, 27 Federal 
Reporter 2nd, 64.) 





A fire insurance contract is not held void’ 
because the solicitor thereof was not licensed 
in conformity with statute, where the policy 
was issued and countersigned by the insurance 
agent which collected the premium, and where 
the company received the premium and kept the 
same. (Coverdill vs. Northern Ins, Co., Su- 
preme Court of Michigan, 220 Northwestern 
Reporter 758.) 





A fire insurance agent is not a general agent 
and has not the authority to make oral insur- 
ance contracts, where his written appointment 
refers to him as a surveying agent, and gives 
him the authority to accept applications for in- 
surance and to deliver executed policies and 
collect the premiums therefor, and also do such 
other things pertaining to appointment which 
the company might authorize him to do. 
(Hawes vs. American Central Ins. Co. of St. 
Louts, Kansas City Court of Appeals, 7 South- 
western Reporter 2nd, 479.) 





Where the agent who solicited the insurance 
delivered the policy and collected the premium 
was the regularly commissioned agent of the 
insurance company who was required to coun- 
tersign the policy, in order to make it valid, and 
did in fact countersign it, the agent was the 
alter ego of the Company, and as regards waiver 
of any of the terms of said policy, the company 
was bound by this conduct. (Browning vs. 
Springfield Fire & Marine Ins. Co., Springfield 
Court of Appeals of Missouri, 8 Southwestern 
Reporter 2nd, 941.) 








increased hazard existed, even though it might 
not have caused the fire. For this reason the 
Appellate Court held that the trial court’s 
charge of the jury was reversible error. 
(Filardo vs. National Union Fire Ins. Co., 
New York Supreme Court, Appellate Division, 
Fourth Department, 229 New York Subp. 682.) 
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Writing Fire, Windstorm and all Kindred 
Lines—World-wide Facilities 











Security — 


When the Mutual Benefit was or- 
ganized in 1845 there were only a 
few Life Insurance Companies in 
the United States. Through the 
Wars, Panics and Epidemics of all 
these years, it has always stood 
safe and secure as a foremost 
disciple of Pure Life Insurance. 


























a 








ORTH JDRITISH ORTH JDRITISH 
None Bam | None Better 





THE 
Mutual Benefit Life Insurance Co. 


Cereey eae SECURITY FIRST 


Illinois — Indiana — Iowa — Kansas — Kentucky — Michigan — Minnesota 
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“INDEPENDENCE FOR DEPENDENTS” 


Request details for our remunerative contracts for 
AGENCY MANAGERS FOR ILLINOIS— 
MICHIGAN—OHIO 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 
184 North La Salle Street, Chicago 
0. W. JOHNSON, President S. W. GOSS, Vice-President 


O14Q — eHseaqayy — Junoss1y — 


9—Arkansas—California—Colorado— 


egon—Pennsylvania—Tennessee — Virginia Washington— West Virgini 


i ) THE OLD LINE 
CEDAR RAPIDS 


al F117. hol mos 











ae pm CONTRACT 
|GOOD 23252987] | SHIELD POLICIES 


FOR GOOD MEN 














CBRobbins, Pres. CA Svaboda;, Secy P ; 
= OFFICE : CEDAR RAPIDS, IOW. a Ordinary Life Insurance 
SAE | AAUONAL Industrial Life Insurance 
eS Health & Accident Insurance 
1824 1928 Ny Zo Total claims paid 28 years ending 
™ December 31, 1927, $57,976,110.40 





Over A Century Old 


UNITED STATES FIRE C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 
INSURANCE COMPANY THE NATIONAL 


LIFE 2 ACCIDENT INSURANCE CO. 


Home Office 
onne . Home Office, National Building 
110 William Street, New York City NASHVILLE ’ " i TENN. 
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Prominent Agents and Brokers 








Actuarial 





Independent Adjuster 




















LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
i f 
Phenix Fire Oe States Fire a 















State of Penn. i 
Stu tof New of America 


BROKERS’ LINES SOLICITED 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 




















Actuarial 





Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Consultations 
Valuations 


NEW YORK 


Audits Calculations 
Examinations 
25 CHURCH STREET 






















| MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 





























WOODWARD, FONDILLER and RYAN 


ConsuLTInG ACTUARIES 
INsuRANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 














JNO. A. COPELAND 
Consulting Actuary | 


Suite 1027, Candler Bldg. 














ATLANTA, GEORGIA 

















E. L. MARSHALL 


CONSULTING ACTUARY 
Hubbell Building 

















ADJUSTERS & APPRAISERS | 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES. 


465 St. John St., Montreal. 
Telephone Main 3300-2607 


11 Mountain Hill, Quebec City 


HEAD OFFICE: 


BRANCH OFFICE: 
Seema INFN 





























DES MOINES, IOWA 























T. J. McCOMB 
CONSULTING ACTUARY | 


Colcord Bldg. OKLAHOMA CITY, OKLA. 
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DONALD F. CAMPBELL | 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 

















1 
JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 




















HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 














FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 
ae E. Swartz, C. P. A. 
fa Clayton 
f . Higgins 
J. i Craig, C. P. A. 
THE BOURSE PHILADELPHIA 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 























JAMES R. COTHRAN 


Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 
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SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 











SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 




















1131 Candler Bldg. ATLANTA, GA. 
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PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 


ing tion 
Common Sense Ap- Selling Insurance to 
proach Women 


Meeting Objections Nailing Lapses at 
with a Smile Their Source 


Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 


Setting a Definite ites ad the Beaten 
t 


Goal 
Keeping Old Con- 
tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


a 
Programming Insur- 








Liability of Automobile Users 
for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
«| ag . 875 100 * 30.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Twenty-Third Semi-Annual Statement of 


AMERICAN NATIONAL INSURANCE COMPANY 


OF GALVESTON, TEXAS 
W. L. MOODY, JR., President SHEARN MOODY, Vice President W. J. SHAW, Secretary 


Writes ORDINARY—INDUSTRIAL—GROUP—HEALTH AND ACCIDENT 
FINANCIAL STATEMENT, JUNE 30, 1928 


ASSETS LIABILITIES 

ARG MRA COUUOEE cig Ao Sic a «dee aks ou eed $1,619,707 .46 Net Reserve (American Experience Table, 3 and 
Real Estate Contract for Sale................ 141,240.29 Sig ea cns ae ede $26,645,305 .U00 
WERT EMRDG EL Om iiss ooo 5i ccs 3 cis voces s ove ane nee 12,615,532 .37 Reserve for Death Losses in Process of Adjust- 
PROD PN ooo ioe oc o'eia wale eats $19 0% wt aie wales 2,944,345 -61 GE eo 5) rs OA aK ea ee ee aoe 369,619.16 
Ei CN HOGER sf ok ku-4 5b kod os ee nw ncnwe es 10,335,318 . 29 Resenue 6m Paketiey foo s wicsceyucldviacidce eden 166,775.76 
ES OE RE ae ee Sra er 2,113,210.62 Miscellaneous Liabilities... 6.6. cccccccctces 352,004.74 
@Ceptmeates OF DEBE, 2.65 obs cic cosc cence’ 22,637.77 Capital Stock..................$2,000,000.00 
Interest Due and Accrued: .... 2... ccc cccseees 488,688 .39 Assignment Fund and Surplus.... 2,045,845.45 
Deferred and Uncollected Premiums.......... 1,088,767 .90 Surplus Security to Policyholders............. 4,045,845.45 
Ba eG DR, COS ee aa nn ene ae Paes 210,101.41 . 

ge SOY CE a ee Pa $31.579,550. 11 "Seta Risesies ss om Sncdei Ri erect $31,579,550. 11 

GAINS MADE DURING 1928 
Increase in insurance in Force, first six Months of 1928 ....................4.. $44,654,274.00 
Increase in Admitted Assets, first six Months of 1928 ....................20208: 2,048,444.41 
Insurance in Force June 30, 1928 Total Paid Policyholders Since Organization 
$511,355,241.00 $27,511,299.84 


Operates From Coast to Coast 
Canada to The Gulf The Republic of Cuba and Territory of Hawaii 
Gross Income Per Month Exceeds.................. $1,250,000.00 























A POLICY YOU CAN SELL! 


Our Company offers complete protection 


Writing Casualty Insurance 
‘Fidelity and Surety Bonds 


$5,000 
ALL IN ONE POLICY 
Amp me Ms oo 5 coins Bath geseevds $ 5,000 
Any accidemtal Géatin.. .. ..2.. ccc cecces 10,000 
Certain accidental deaths................ 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
| Disability Income, Waiver of 
Premiums, etc. 

Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
| —Monthly Income—Non-medical. 
| Insures and assures your client’s future and yours. 

Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


Consent INQUIRE! 


New Hampshire 
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THIS NEW BOOK—NOW READY 


What About Accident 
and Health 


Insurance? 


Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportuinty it offers salesmen? Can you seli 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 
book by Armand Sommer called 


Manual of Accident and 


Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














Security Mutual Casualty Co. 
Cash Assets $9,902,640 Cash Surplus $2,710,000 
Fundamentally Right Economically Operated Financially Sound 


The largest carrier in 


the United States of 
Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- 
sation and/or Employers Liability 
All Forms of Public Liability, including 
Automobile and other Casualty Lines 


Inquiries Invited 


HENRY W. IVES & CO. 


United States Underwriting Managers 


75 FULTON ST., N. Y. Telephone Beekman 6727 


FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
BURGLARY, FIDELITY & SURETY 
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Field Annuals 


and 


{nsurance Directories 


for 
*Greater New York Tennessee 
{New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


*City and Suburban. 
tExclusive of Greater New York. 


each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
oanies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 
>, 0. BOX 617 LOUISVILLE, KY. 
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THE PEOPLES LIFE INSURANCE C0. 
(Illinois) 


A Legal Reserve Co.; © BBAOrganized in 1908 
Se a Sa ae ee | 
“Every Desirable Provision 


Contained in our Policies 


Peoples Life Bldg. 
Chicago 


SEYMOUR STEDMAN, Pres. 


Home Office 














Are You The Man? 


If so, and yen can prove it, an unusual opportunity awaits you. An estab- 
lished and progressive 


LIFE INSURANCE COMPANY 
intends to open an Agency in 
BRADFORD, PA. 


If offers—to the right man—an exceptionally good proposition. 
The man we want must have a clean and commendable record. He should 
also know how to select, train, and stimulate sub-agents. 
Compensation will inciude generous commissions and renewals with drawing 
account or salary and expenses. 
Pd you can “‘fill the bill,” write and tell us all about yourself, in strict confi- 

lence. 

Address Agency Manager, care THE SPECTATOR. 





DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 

Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 


Omaha, Nebr. 


ORGANIZED 1901 
Largest Organization of ite Kind in Ameriea 




















Good policies, good service and a good 
company put opportunity right under a 
salesman’s arm. ‘Therefore, Continental 
is an opportunity for salesmen. 


CONTINENTAL CASUALTY COMPANY 


H. A. BEHRENS, President 
910 S. Michigan Avenue 


Casualty Insurance 


CHICAGO 
Surety Bonds 











0) 5 am oO) 8) 
SHOWING ELABORATE DISPLAY 


We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communications confidential. 


BOX 54 
Care of THE SPECTATOR 

















B¢4LTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents ‘lesiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, tary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 




















PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose Jong list of publications on fire. life, marine and other 
branches of insurance embrace the most valuable ‘and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Catalogue. 


THE SPECTATOR COMPANY 
CHIcAco New Yorx 














‘aeus . sn President 
Selling Helps 


Ages 30 days to 65 years 
Participating and Non-participating Standard and Sub-standard 
n-medical 
Good available territories in eight Southern States 
E. S. Albritton, Vice-President 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 
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A Great Thing 


Mr. Fred H. Rhodes, President of the Berk- 
shire Life Insurance Company, Pittsfield, 
Mass., has kindly consented to permit me to 
print excerpts from his recent letter to me. 


Harold A. Ley 


to the insured, but of great 
value to the Company.”’ 


“It is almost three years 
since we signed our con- 
tract with the Institute, 
giving our policyholders the 


* * * * * 


LIFE EXTE 


benefit of periodic examina- 
tions. The request for this 
service from our _ policy- 
holders has been greater 
than we anticipated, evi- 
dencing, to my. mind, an 
appreciation of the service, 
which is not only helpful 


25 WEST 43rd STREET 


“I believe that it is just a 
question of time until every 
Company will be forced to 
give this service to policy- 
holders. It is a great thing 
for the Company and it isa 
great thing for the insured.” 


* * * * * 


NSION INSTITUTE, Inc. 


Harold A, Ley, President 
NEW YORK CITY 











Life Extension Institute, Inc., 


25 West 43rd Street, 


New York City. 


I am a representative of the following insurance com- 


Please send me information about the Institute’s 
health examinations for policyholders and also any 
scientific articles on the subject which you think will 


interest me. 
































